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Pictured above is the home office of Kansas City 
Life Insurance Company, Broadway and Armour, 


Kansas City, Missouri. 


A Missouri Welcome to the N.A.L.U. 


Recognition of the tremendous importance of the field forces is a historic principle 
with our Company. This fundamental attitude prompts us to pay tribute to the life 
underwriters of America who individually and through the National Association of 
Life Underwriters have contributed so much to the success of the life insur- 


ance business. 


With a membership of more than 50,000, the N.A.L.U. has helped the underwriter 
multiply the services of Life Insurance to the public. It has properly focused increas- 
ing attention on the Underwriter as the keystone of his industry and has made him 
fully aware of the obligations that have accompanied his achievements. It has fostered 
devotion to the highest principles of life underwriting and a sincere spirit of coopera- 


tion for the good of all. 


As a symbol of the accomplishments of life underwriters working alone and together, 
N.A.L.U. is indeed a mark of leadership! 
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Mr. 4% represents Jefferson 
Standard. Jefferson Standard, 
now guaranteeing 212% on pol- 
icies currently issued, has never 
paid less than 4% on policy pro- 
ceeds left on deposit to earn in- 
come. 


Over 1 Billion, 400 Million 


Dollars Life Insurance in Force 


130 J. S. Agents nin coveted 
National Quality Anard for 1955 


We take pleasure in announcing that 130 Jeffersonians . . . the largest number ever . . . have won 
the coveted Q Award for top achievement as quality underwriters. They have done much to give 
our Company another record-breaking year. And, by making good use of the 5 Big Sales Advan- 
tages possessed by Mr. 4%, they have set a dynamic example to the entire Jefferson Standard field 


force. 


Mr. 4% says: Jefferson Standard gives me these 


5 BIG SALES ADVANTAGES: 


@ A powerful Training Program . . . beginning 
with fundamental instruction for the new and 
inexperienced underwriter . . . then advancing 
to specialized selling . . . the whole well inte- 


rated with constant personal assistance. It’s Tops! 
& p 


@ A proved price-advantage . . . as cited in 
BEST’S INSURANCE NEWS, Life Edition, in 
its analysis of Ordinary Life, 20-Pay Life and 
20-year Endowment contracts issued in 1934, 
age 35. It shows that Jefferson Standard policy- 
holders, on all three types of contract in the high- 
est cash-value group, pay less than policyholders 


of any other company in this group. 


@ Modern Visual Aids that get the interview 
off to a flying start . . . make selling a pleasure. 
The complete Merchandisers add force to my 





LIFE INSURANCE COMPANY 


presentation. The Individual Proposal Forms are 


simplified, easy to fill out. A great help! 


@ Our Planned Protection Service Manual ... 
really terrific! The perfect manual for program 
presentations, as proved by sales results. In addi- 
tion to serving the policyholder with the ultimate 
in modern programming, the Manual has enabled 
my associates and me to boost our average size 


application to $11,066. 


@ Highest earnings rate. My Company for 19 
years has led all major life companies in net rate 
of interest earned on invested assets 4.41% in 
1954. This favorable earnings rate enables our 
Company to pay 4% interest on dividend accumu- 
lations and policy proceeds left with the Company. 
This is the highest rate paid by any major life 


company. 


Home Office: Greensboro, N.C. 
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Underwriters carrying this rate book 


have more policies to sell, and 


so...sell more policies! 
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INSURANCE COMPANY OF CALIFORNIA 
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Dow Predicts Assets 
Will Quadruple in 
Next 20 Years 


Sees Life Company 
Investments as Help in 
Solving Nation’s Problems 


Predicting that life insurance 
assets will quadruple in 20 years, 
Charles W. Dow, 
senior vice-pres- 
ident of Equita- 
ble Society, 
speaking at Na- 
tional Assn. of 
Life Underwrit- 
ers convention at 
St. Louis, said 
that the volume 
of life insur- 
ance investments 
must grow for 
the simple reason that agents are 
going to sell more life insurance 
protection to more people. The cen- 
sus bureau estimates the popula- 
tion will rise by 40 million in the 
next 20 years, with the total reach- 
ing 205 million by 1975. 


Sees Further Humanization 





Charles W. Dow 


He further predicted that the 
next 20 years will witness further 
humanization of insurance invest- 
ment. It is the responsibility of the 
life companies to use their invest- 
ment dollars to help solve the prob- 
lems of employment, housing, and 
transportation that will come from 
the growth in population, he said. 
If they do not do so, the solutions 
may well come from the federal 
government, which can only mean 
a loss in individual freedom, a loss 
in the dignity of man, a loss in the 
human values the insurance agent 
and the investment manager alike 
a strived so hard to create, he 
said. 


_I also confidently predict that 
life insurance investment will con- 
tinue dynamic—changing to meet 
changing conditions, but always 
moving forward—to bring to all 
America the benefits of the savings 
of all Americans,” Mr. Dow said. 
: Thirty years ago the ideas of 
real estate security” and “get your 
(CONTINUED ON PAGE 40) 





STANLEY C. COLLINS 
Metropolitan Life, Buffalo, New NALU President 








Collins First Debit Agent 
to Be Named NALU President 


Stanley C. Collins, the new pres- 
ident of National Assn. of Life 
Underwriters, is the first debit 
agent to become a national officer 
of NALU. 

Mr. Collins also has the distinc- 


tion of being the first weekly prem- 
ium agent to hold the presidencies 
of the Buffalo and New York State 
agents’ associations and the Buffalo 
CLU chapter. He is a past chair- 
(CONTINUED ON PAGE 43) 


Cleeton Wins NALU’s Russell Award 


Presentation Made 
at Annual Meeting 
Held in St. Louis 


Former President’s Work 
as Building Committee 
Chairman Is Recognized 


By ROBERT B. MITCHELL 
The 1955 John Newton Russell 


memorial award for outstanding 
service to the institution of life in- 
surance “above and beyond the 
normal call of duty” went to 
Charles E. Cleeton, Occidental of 
California, Los Angeles, chairman 
of the NALU building committee 
and a past president of the nation- 
al association. 

When Holgar J. Johnson, presi- 
dent of the Institute of Life Insur- 
ance and a member of the award 
committee, arose to make the pres- 
entation at the close of the Wed- 
nesday afternoon general session 
of the annual meeting of NALU in 
St. Louis. It was the tip-off that 
Mr. Cleeton, widely rumored as the 
leading choice, was actually the 
winner—for Mr. Cleeton was chair- 
man of the award committee and 
would normally have been the one 
to make the presentation. 

The citation emphasized that to 
Mr. Cleeton belonged the major 
share of credit for originating and 
then carrying out the plan for 
NALU’s projected headquarters 
building in 
Washington, 
D. C. Mr. Clee- 
ton isa CLU and 
a life member of 
the Million Dol- 
lar Round Ta- 
ble. 

The campaign 
for the secretary- 
ship of National 
Assn. of Life 
Underwriters 
added a touch of drama to a con- 
vention otherwise notable for a 
lack of hot issues. 

The winner is Albert C. Adams, 
John Hancock, Philadelphia. Trus- 
tee of NALU and chairman of the 
social security committee. 


There was no contest for any of 
(CONTINUED ON PAGE 46) 
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Byrnes Quotes Revenue Commissioner 
on Vital Role of Business Insurance 


George B. Byrnes, chairman of 
the 1955 Million Dollar Round Ta- 


ble, who presided 
at the Million 
Dollar Round 
Table hour at the 
NALU meeting, 
quoted several 
significant state- [ 
ments from the 
talk that Internal 
Revenue Com- 
missioner T. 
Coleman An- 
drews made at 
the recent annual meeting of the 
MDRT at White Sulphur Springs. 

One of these was Mr. Andrews’ 
statement that the payment of 
premium test for estate tax liabil- 
ity of life insurance “was one of the 
most immoral and one of the most 
vicious things that was ever writ- 
ten upon the statute books in any 
country in the history of civiliza- 
tion.” 

Then, when questioned about the 
permanency of the legislation abol- 
ishing the premium payment test, 
Mr. Andrews said, “I can’t conceive 
of this Congress or any future 
Congress going back to the abso- 
lutely immoral basis that preceded 
this revision.” 

Mr. Byrnes said it was stimu- 


ca 


George B. Byrnes 






lating, too, to get the commission- 
er’s unqualified endorsement of 
business insurance when he said: 

“As an accountant for almost 40 
years, I know the value of life in- 
surance to business. I have seen 
businesses too many times in the 
past afflicted with terrific losses 
upon the death of one or more of its 
important people. And, having suf- 
fered such mortal blows financially 
and otherwise, there was no way 
for them to recover. I have seen the 
effect of that particularly upon 
families of deceased successful 
business men, and I think it also is 
a mark of distinction that the Con- 
gress eventually saw and made 
suitable laws to meet the situation, 
so that businesses would have to 
be given an opportunity to con- 
tinue financially and not be caused 
to suffer a mortal blow on the 
death of the principal figure in it.” 

Mr. Andrews further said on this 
point, “How can [a partnership] 
continue unless there can be a 
means such as is available through 
the purchase of life insurance to 
pay up the deceased partner’s in- 
terest and enable the concern to 
operate without difficulty?” 

As to the use of insurance in pen- 
sion plans, when Commissioner 
Andrews was asked if the actuarial 


SUCCEED 


IN SALES BECAUSE 


Central Life backs up its field representa- 


tives with Service . . . 


and a progressive 


approach to sales — a modern sales pro- 





Oklahoma contingent at a National Council session: Leonard G, 
Herron, Massachusetts Mutual, Stillwater; Claude A. Bradshaw, Mu- 
tual of New York, Stillwater, the state president; F. B. “Fuzz” Barnes, 
American National, Lawton; Phil Noah, American National, Ok. 
lahoma City, and Malcolm C. White, Pacific Mutual, Oklahoma City. 











gram consistent with Competitive Posi- 

tion and Financial Security. Assets 

over $135 Million. Surplus more 
than $12 Million. 


Over $400 Million in Force 
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611 FIFTH AVENUE + DES MOINES, IOWA 





consulting firm of Bowles, An- 
drews & Towne, with which he had 
been connected prior to becoming 
commissioner, ever recommended 
an insurance plan he answered that 
“there have been numerous recom- 
mendations of the insurance meth- 
od of the handling of pension plans. 
I don’t know how our whole pen- 
sion movement would operate if 
we did not have insurance plans to 
do it.” 

As to the philosophy underlying 
the drafting of the 1954 revenue 
code, which Mr. Byrnes pointed 
out has created such a favorable 
climate for sale of life insurance, 
Commissioner Andrews said: 

“We all know that the more 
money left in the hands of the tax- 
payers, the more money you’ve got 
to build America, and that is the 
whole philosophy behind the 1954 
code... The theory of this adminis- 
tration is that the taxpayers, the 
people of America, know how to 
run their business better than the 
government does.” 


Gives Success Ideas 


In preparation for the MDRT an- 
nual meeting, Mr. Byrnes asked 
speakers, executive committee 
members and past presidents for 
their ideas on the essentials of suc- 
cess. Quoting some of these at the 
MDRT hour at St. Louis, Mr. 
Byrnes said that success means dif- 
ferent things to different people 
but most of the Round Table mem- 
bers attributed their success to 
some basic attitude they have or to 
some change they made in their at- 
titude rather than to a particular 
sales idea that they had developed 
or had received elsewhere. 

Mr. Byrnes, who is a general 
agent for New England Mutual in 
New York City, concluded by in- 
troducing William D. Davidson, 
Equitable Society, Chicago, mem- 
ber of the MDRT executive com- 
mittee; Howard D. Goldman, 
Northwestern Mutual, Richmond, 
vice-chairman-elect of the MDRT; 
G. Nolan Bearden, New England, 
Beverly Hills, Cal., chairman of 
the 1954 MDRT; and Arthur F. 


Priebe, Penn Mutual, Rockford, 
Ill., chairman-elect of the 1956 
MDRT. Mr. Bearden introduced 
one of the two speakers, Johnny §, 
Sierra, Great Southern Life, Dallas, 
Mr. Priebe introduced the other 
speaker, Harry R. Schultz, Mutual 
of New York, Chicago, and the 
new member of the MDRT execu- 
tive committee, Adon N. Smith II, 
Northwestern Mutual, Charlotte, 
N. C. 


Asks Agents to Back 
Recommendations 
in Hoover Report 


Clarence Francis of New York 
City, former chairman of General 
Foods and now special consultant 
to the president, told the American 
College hour session Wednesday 
the nation’s agents can play a big 
role in helping to balance the fed- 
eral budget and make a substantial 
reduction in the national debt. 

Reviewing the Hoover commis- 
sion recommendations for cutting 
out waste and duplication and im- 
proving efficiency in the executive 
branch, Mr. Francis said heavy 
pressures, both within and without 
the government, are already form- 
ing against certain sections of the 
report. To offset these, he said, 
there must be a means by which 
disinterested citizens can applaud, 
encourage and prod official Wash- 
ington if necessary. 

Mr. Francis described the 60,000 
members of NALU as a potential 
army of creative citizens who could 
seize the opportunity contained in 
the Hoover report and help effect 
vast improvement in governmental 
efficiency. To be worth his salt, 
the speaker pointed out, the sales- 
man must help create and satisfy 
the American urge for better prod- 
ucts, better services and better liv- 
ing. And just such progress can 
be realized through adoption of the 
Hoover recomendations, he said, 
and the life insurance agents repre- 
sent a formidable potential force to 
bring about their adoption. 














CCE TRTNOREI, ca oT 


\ & 








ard G, 
v, Mu- | 
darnes, | 
l, Ok. | 
a City, | 


es 
—— 


ford, 

1956 
duced 
nny S, 
Jallas, 
other 
[utual 
d the 
*xecu- 
th II, 
rlotte, 


k 





York 
neral 
tant 
rican 
ssday 
a big 
_ fed- 
intial 





1mis- 
tting 
lim- | 
utive @ 
eavy 
hout 
orm- 

f the | 
said, — 
hich | 
aud, | 
ash- | 


),000 
ntial | 
ould 
d in 
‘fect 
ntal 
salt, 
les- 
isfy 
rod- 
liv- 
can 
the 
aid, 
pre- | 
eto 





SAS RIOT 


a 


YIIM 


2nd Day 


NATIONAL LIFE CONVENTION DAILY, AUGUST 26, 1955 





MEMO 


to a new president 


To: Stanley C. Collins, cL.u, South Park, N.Y. District 
From: Metropolitan Life Insurance Company 


Subject: Heartiest congratulations 


AY we express the pleasure and pride we take in the news 
that you have been elected President of the National 
Association of Life Underwriters. 

In the nearly 22 years of our association, you have time and 
time again proved the qualities of responsibility and leadership 
that have brought you this great honor. 

It is our earnest belief that your tenure in office will be a time 
of great achievement which will bring credit to you and to the 
distinguished organization which you will head. 


Again, our heartiest congratulations. 


COPYRIGHT 1958—METROPOLITAN LIFE INSURANCE COMPANY 


e e 
Metropolitan Life Insurance Company 
(A MUTUAL COMPANY) 
1 Mapison AvenvE, New Yor 10, N. Y. 
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the rise in the cost of living. The 
advance in benefits is a pernicious 
thing, and all members of NALU 
must be made to understand the 
potential danger and carry that 
message to the public, it was em- 
phasized. 


Krueger Resigns as 
V-P of CLU Society; 
Andrews Put in Line 


The new officer slate of Ameri- 
can Society of CLU was upset by 
the resignation of Harry Krueger, 
general agent for Northwestern 
Mutual Life in New York City, 
as first vice president. 

Announcement of Mr. Krueger’s 
resignation, because of health con- 
ditions, was made during the 
NALU convention in St. Louis. 
Society directors at a special meet- 
ing advanced two officers and ap- 
pointed William H. Andrews Jr., 
Jefferson Standard Life, Greens- 
boro, N. C., secretary. Fitzhugh 
Traylor, Equitable Society manag- 
er at Indianapolis, becomes lst 
vice-president, and Eugene C. De- 
vol, general agent for National Life 
of Vermont, Philadelphia, 2nd vice- 
president. Mr. Andrews is a past 
president of NALU. Directors 
adopted a special resolution thank- 
ing Mr. Krueger for his service to 
the society. He is an asseciate edi- 
tor of the CLU Journal. 

Interest in CLU functions 
reached a new high during the 
NALU St. Louis convention, the 
breakfast session and conferment 
exercises Wednesday drawing full 
houses. Attendance at the latter 
exceeded 500. 


SS Committee 


Rose Herman Tells 
WQMDRBT Factors 
for Sales Success 


Prospects are just human beings, 
preoccupied in their everyday rou- 
tine of making a living, according 
to Rose Deutsch Herman of the 
Bash agency, Mutual of New York 
at Chicago. 

Addressing the banquet of the 
Women’s Quarter Dollar Million 
Round Table Aug. 23, she said 
most prospects are “suspicious, 
confused and immature” in many 
ways and look for the firm direc- 
tion of a mature person to guide 
them in making the right decisions. 
“It is our task to “break into’ their 
world and persuade them that only 
life insurance can fortify them in 
their financial planning,” she said. 

Mrs. Herman, a life and qualify- 
ing member of WQMDRT and a 
CLU, bases her success formula 
on enthusiasm, knowledge and 
friendship. “If we have a strong 
and complete belief in life insur- 
ance and embellish it with our 
imagination, by investing it with 
romance, life and glamor, we will 
be bubbling over with enthusiasm 
to share the story of the miracle 
this common policy will perform. 


Amends Stand on We will then be convincing when 
“ we tell the prospect life insurance 
Benetit Increase will provide income where there 


would have been poverty, peace of 
mind where there would have been 
agony, safety where there would 
have been risk, solvency where 
there would have been insolvency.” 

To develop this type of selling 
where it can be done with ease and 
confidence, Mrs. Herman said 
many basic factors are necessary, 
among them faith in self and com- 
pany, keeping abreast of the times 
and knowing as much as possible 
about the business, utilizing train- 
ing courses available through local 
associations and_ subscribing to 
good insurance periodicals. 

Mrs. Herman placed special em- 
phasis on having a fixed or canned 
sales talk that becomes so much a 
part of the personality pattern that 
it is used at all times. When it is 
known backward and forward the 
agent is seldom at loss even when 
interrupted. 

She said her source of prospects 
is large because of a wide acquaint- 
anceship. It is natural to share the 
good news of changes in the lives 
of friends, such as a promotion, 
bonus, new business, a new baby, 
graduation from college, marriage, 
new home, etc. 


The report of the social security 
committee, reviewed by Chairman 
Albert C. Adams, John Hancock 
Mutual, Philadelphia, was amend- 
ed during the committee meeting 
Monday. 

As prepared, the committee re- 
commended that NALU go along 
with the provision of the proposed 
social security legislation that 
would continue monthly benefits to 
children over the age of 18 who 
become totally and permanently 
disabled prior to that age, as well 
as to the mothers of such children. 

A motion was passed reversing 
this stand, its advocates contend- 
ing the care of such children can be 
handled more efficiently and equit- 
ably on a local level. Administra- 
tion of this provision would be ex- 
tremely difficult, it was said, par- 
ticularly because disability would 
be assessed by the federal govern- 
ment. 

The comment also was offered 
that the provision could open the 
way to similar payments under 
OASI to adults, and thus be a 
wedee toward further broadening 
of the SS system. Indicating the 
current proposed SS increases are 
strictly political in nature, it was 
stated, the cost of living index the 
past months has been stable. Pro- 
ponents of a higher level of bene- 
fits in past years could point to in- 
flation and relate their goals with 





Hamer Here for Pan-American 


Kenneth D. Hamer, vice-presi- 
dent and agency director, is attend- 
ing the conclave from the home of- 
fice of Pan-American Life. 


Judd Benson Elected 
Chairman of GAMC 


Judd C. Benson, Union Central, 
Cincinnati, was elected chairman 
of General Agents & Managers 
Conference of NALU at the con- 
vention in St. Louis. He has been 
vice-chairman. 

Others elected are L. Mortimer 
Buckley, New England Mutual, 
Dallas, and Carr R. Purser, Penn 
Mutual, New York City, vice-chair- 
men; L. Victor Drury, Sun Life of 
Canada, Philadelphia, secretary; 
A. B. Ellis, Pacific Mutual, San 
Francisco, Freeman Wood, Lincoln 
National, Chicago, Coy G. Eklund, 
Equitable Society, Detroit, and 
T. L. Mitchell, Mutual of New 
York, Birmingham, directors. 

Mr. Benson was elected presi- 
dent of NALU in 1949 and has long 
been active in the affairs of NALU 
and GAMC. He entered the busi- 
ness with Equitable Society in 
Kansas after teachng in a high 
school there for a year. He was 
assistant superintendent of agen- 
cies of Union Central before be- 
coming manager of the home office 
agency. 


Wisconsin Again 
Cheese-Room Host 


Continuing a welcome feature of 
previous conventions, the Wiscon- 
sin Life Underwriters Assn. has its 
“cheese room” in operation in the 
quarters occupied by Edward 
Schroder, New York Life, Apple- 
ton, and Russell Miller, Pruden- 
tial, Fond Du Lee. It is room 1041 
in the Jefferson Hotel. 

The custom originated when the 
Wisconsin people were. promoting 
the trustee candidacy of A. Jack 
Nussbaum, who now is NALU sec- 
retary. 

Assisting Messrs. Schroder and 
Miller are Richard P. McGuire, 
Massachusetts Mutual, .Racine, 
president-elect of the Wisconsin 


—<—<—<—— 


Association; and state past presj- 
dents Charles Tomlinson, Bank. 
ers of Iowa, Madison; William H. 
Pryor, Connecticut Mutual, Mil. 
waukee; E. C. Ebersol, North 
American Life & Casualty, Mil. 
waukee, and R. M. Vetter, Cop. 
tinental Assurance, Madison. 


See Hope for Making 
New York’s Section 
213 Understandable 


Leffert Holz, the new insurance 
superintendent in New York, feels 
that section 213, the expense lim- 
tations law, is incomprehensible 
and should be clarified, Spencer 
McCarty, Provident Mutual, Al- 
bany, told the compensation com- 
mittee at its session at the NALU 
annual meeting. Mr. McCarty, 
however, emphasized that he was 
using the word “hope” rather than 
“encouragement” as applied to the 
prospects for a change in 213. 

Stanley C. Collins, Metropoli- 
tan Life, Buffalo, NALU vice-pres- 
ident and committee chairman, 
said probably a revision would 
mean no windfall in increased com- 
missions but it would be a fine 
thing to be able to know what is 
available for companies to pay to 
the field force—something that is 
at present extremely difficult to 
determine. 

Mr. McCarty said there are 
those who think there are advan- 
tages in having section 213 incom- 
prehensible but conscientious com- 
pany officers do not want con- 
fusion. He and Mr. Collins agreed 
that the complexity is due in large 
measure to New York’s insistence 
on regulating expenses as a means 
of controlling costs to the public 
and it is virtually impossible to 
embody this concept in a simple, 
easy-to-understand statute. 


Miles Attends NALU Sessiors 


Provident L. & A.’s home office 
is represented by Sam E. Miles, 
vice-president and secretary, dur- 
ing the NALU sessions. 














Immersed in conventioneering, Percy W. Schall Jr., Manufacturers 


oar 


Life, Baltimore: Alf Kinch, agency vice-president of Manufacturers 
Life; William King, Fidelity Mutual Life general agent at St. Louis 
and general conventon chairman, and T. H. Neville, agency superin- 


tendent of Manufacturers. 
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Thiemann Tells How Advertising Helps 
Agents Make More Effective Use of Time 


By A. H. THIEMANN 
Unlike my colleagues on this 
anel, I represent an association 
without a staff and without a head- 
uarters. The president is located 
in New York, the vice-president in 
Atlanta, the secretary in Toronto, 
the treasurer in Hartford and the 
editor in Des Moines. And yet we 
are a homogeneous and thriving 
organization of some 425 individ- 
ual members from 215 legal reserve 
life insurance companies in the 
United States and Canada. 

First of all, how do our two or- 
ganizations, LAA and NALJU, fit 
together? Here is an example. Sev- 
eral of our members who, inciden- 
tally, happen to be vice-presidents 
in charge of public relations for 
their companies, are cooperating 
with your NALU staff to help 
make this convention a success. 
They have made available their 
special talents and experience both 
in connection with the program 
and with press relations. I know 
that LAA members in Boston and 
New Orleans have cooperated sim- 
ilarly in the past. LAA men and 
women are in the habit of being 
called on for help. 

Some of you may be asking 
yourselves how you could get sim- 
ilar cooperation at the local level. 
Here is a suggestion. If you are lo- 
cated in a city where there are al- 
so members of the Life Insurance 
Advertisers Assn. I suggest that 
you approach them directly. Your 
national headquarters has a roster 
of our membership, in case you 
don’t know who they are. They 
are experts in communication—ad- 
vertising, sales promotion and 
public relations. While I can’t 
speak for them as individuals, I do 
know that you will find them gen- 
erally willing to do all that they 
can. After all, we are engaged in 
a common cause—to promote and 


advance the life insurance busi- 
ness. 


In the broad area of cooperation 
may I also suggest a continuing 
and closer liaison between the in- 
stitutional relations committee of 
LAA and NALU. We might ex- 
plore the areas where we could be 
mutually helpful. For example, a 
number of years ago a problem 
arose in connection with publicity 
for those who received the nation- 


were getting out their own press 
releases and the newspaper editors 
were swamped. It was agreed to 
let the local life underwriters’ as- 
sociations handle all such publicity, 
and the companies, at the sugges- 
tion of LAA, stopped sending re- 
leases in cities where there were 
local associations. Everyone bene- 
fitted from the cooperation. 


It is in their daily work that the 
members of LAA are best able to 
help you men in the field. The bet- 
ter we in LAA do our job, the 
more productive should be your ef- 
forts. The purpose of LAA is to 
help us do a still better job. A 
great many factors have contrib- 
uted to the increased volume of life 
insurance sales this year, but I 
venture to suggest that improved 
advertising may also have played 
a part. 








How advertising helps the agent 
was explained by 
A. H. Thiemann, 
2nd__—svice-presi- 
dent of New 
York Life and 
president of Life 
Insurance Ad- 
vertisers Assn., 
at the panel con- 
ducted by Man- 
aging Director 
Lester O. Schri- 
ver at the final 
general conven- 
tion session Fri- 





A. H. Thiemann 


day at the NALU meeting in St.. 


Louis. 
Mr. Thiemann also told how 
local associations can _ benefit 


through getting the cooperation of 
members of the advertisers’ asso- 
ciation, as has been done in New 
Orleans and Boston, for example. 
He suggested a continuing and 
closer liaison between NALU and 
the institutional relations commit- 
tee of LAA, saying that “we might 
explore the areas where we could 
be mutually helpful. 








One way to look at life insur- 
ance advertising is as an inexpen- 
sive means of reminding millions 
of people of their need for life in- 
surance. For only about four cents 
a life insurance sales message can 
be put in front of a prospect every 


al quality award. The companies month for a whole year. He should 
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Lincoln Na- 
tional trio, await- 
ing opening of 
convention ses- 
sion: Jack E. 
Rawles, 2nd 
vice-president; 
Lester S. Becker, 
St. Louis gener- 
al agent, and 
Willard C. Bru- 
di, 2nd vice-pres- 
ident. 





we 





become more favorably disposedture on an application. Nor can 


towards putting some of his dol- 
lars into premiums rather than in- 
to a new car, or refrigerator, or 
dish washer. All of this pre-selling 
benefits the agent when he calls. 
It has been said that an agent’s 
most valuable asset is his time. Ad- 
vertising simply enables an agent 
to use his time to better advan- 
tage. Its purpose is to help the 
agent and not, as some people seem 
to think, to do the agent’s job for 
him. Advertising should not be ex- 
pected to get the prospect’s signa- 


advertising give an individual the 
personalized advice he can expect 
from an agent. In other words, the 
men and women in LAA know 
that they can’t do your job. But 
they can help you. 

I would like to suggest another 
difference between the advertising 
and selling of life insurance be- 
cause it so often is overlooked. An 
agent can proceed in an orderly 
way through the sales interview to 
the close. The rules of common 

(CONTINUED ON PAGE 43) 








Lafayette Life...: 





instead, just look at the benefits you get: 


son commissions... lifetime renewals... full vesting of 
renewals ...no collection penalties (death, retirement, or termination) 
...and a generous pension plan. Lafayette keeps you happy with 
this sound, fair, easy-to-understand contract; with active, 
friendly support through modern sales tools, progressive 
merchandising methods, interim financing, and a liberal, 
realistic compensation plan. Get the benefits of a 
no-fine-print contract. Join Lafayette now. Write in 
confidence to M. V. Goken, Director of agencies... 


Lafayette 


LIFE INSURANCE COMPANY 


LAFAYETTE, INDIANA 








Inquiries invited from Indiana, Ohio, Illinois, Michigan, Iowa, 
Nebraska, Missouri, Pennsylvania, Wisconsin, Kentucky, Virginia, Texas, 
Tennessee, Colorado, Wyoming, Minnesota and adjacent states. 
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‘Make Yourself Comfortable,’ G. S. Cutini 
Tells Lite Underwriters at St. Louis 


BY G. S. CUTINI 


Please don’t take the title of this 
talk to mean “take it easy.” The 
title ‘Make Yourself Comfortable” 
should suggest a relief from ten- 
sion—making yourself at ease. 

All of us like to feel comfortable. 
All of us want relief from tension. 
All animals seek such relief. We 
must have conditions suitable to 
our growth; when we become sub- 
ject to tension, we become frus- 
trated, and we suffer. Everything 
we do in life we do because we 
want to feel comfortable. It gets 
warm; we take off our coats. It 
gets cool; we put coal on the fire. 
We're high-balling down the high- 
way at excessive speed—an emer- 
gency situation presents itself, we 
become uncomfortable—so we ap- 
ply the brakes, and sigh with re- 
lief. This sense of well being—of 
being comfortable—is necessary in 
our social and business contacts, 
too. And so, I wish to talk today 
on the subject, “Make Your- 
self Comfortable—through Educa- 
tion.” 

Education, to me, means “ac- 
quiring information which makes 
it possible for me to adapt to my 
surroundings,” or, more inclusive, 
“to adapt to the surroundings in 
which I wish to place myself.” 
Let’s take a couple of examples to 





illustrate: A foreigner comes to 
America. He finds himself frustrat- 
ed because he can’t make himself 
understood. Since he did not ac- 
quire information prior to his com- 
ing to America, he must do so aft- 
er arrival if he would feel com- 
fortable. A young man wants to 
become a lawyer. He wants to feel 
comfortable in the courtroom, in 
the social and business life of the 
legal profession. There’s one way 
for him to become comfortable— 
that is to acquire information so 
that he will understand the law. 
An agent wants to be a successful 
life underwriter. There’s only one 
way for him to feel comfortable 
while seated before prospects—for 
that is where he does his work— 
and that is to become informed, to 
acquire information which will 
make it possible for him to adapt 
to his surroundings, or to the sur- 
roundings in which he wishes to 
place himself. Of course, he can 
become comfortable by other 
means. This relieving tension does 
not require, necessarily, that you 
become competent—that you ac- 
quire information—knowledge and 
skill—so that you can adapt to the 
problems and people in your life. 

There are many agents involved 
in worry over some of the recent 
talk and writing on: Ordinary ver- 











The two candidates for secretary of NALU, shown in a non-competi- 
tive pose—M. W. Peterson, Lincoln National Life, Charlotte, N. C., 
and Albert C. Adams, John Hancock Mutual, Philadelphia. 











sus weekly premium; group versus 
ordinary; pension trusts versus 
group; variable annuities versus 
regular annuities; etc. (This list 
could be expanded.) But are these 
a valid cause for worry for the 
agent? Shouldn’t they, rather, be 


accepted as proof that we still be- 
long to a dynamic, growing busi- 
ness—in a growing economy? 
Change and diversity is the Amer- 
ican character. 

All of these controversies and in- 





(CONTINUED ON PAGE 44) 
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COWLEY, WYOMING 
Life Member; Past 
Chairman, Million Dollar 
Round Table and Past 
President, NALU 





R. BRUCE PARKER 
SAN ANTONIO, TEXAS 


BRYAN C. STANGLE 
SEATTLE, WASH. 
Life and 
1955 Qualifying Member 





BERT J. SCHAEFER 
SAN DIEGO, CALIF. 
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Our New Universal Non-Cancellable Disability Policy 








Once again Combined Insurance Company of America proves its 
determination to provide the public with policies that have ‘‘built- 
in” protection and satisfaction. Here is a powerful selling tool 
which gives sound accident and health plans...on a guaran- 

teed, renewable basis. World-wide coverage, complete 

accident and sickness benefits and 24-hour coverage 





Send in the coupon today for 


are just a few of the features that make the New con nuts and (alarmatien beeke 

Universal the best non-cancellable policy that let.» « at no cost or obligation, 

money can buy...and the best policy you can of course. | | 

chciiataaminaiti ” COMBINED INSURANCE CO. OF AMERICA : 
rs 5316 Sheridan Road 


COMBINED INSURANCE COMPANY of AMERICA .~ Chicago 40, Illinois 


W. CLEMENT STONE, President " Please send me information on your New 


**Universal’® NoneCancellable Disability Pro- 
tection Plan. 





5316 Sheridan Road 
Ph 
Chicago 40, Illinois Name one 
Street Address 
City _State 
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Rosser Urges Agents to Develop New 


Approaches and Sales Techniques 


By THOMAS B. ROSSER 

If you people are expecting to 
hear something new, I am afraid 
you will be disappointed, as every- 
thing I do in this business I have 
learned from reading or from lis- 
tening to other good life insurance 
men. When I read or hear of an 
idea, I try it out immediately—if 
it works, I develop it—if it doesn’t, 
I forget it. 

I have learned that you do not 
become a salesman until the pros- 
pect says “no.” That’s where luck 
ends and salesmanship begins. 

I must continually develop new 
and interesting ways to say the 
same things. For instance, we can 
tell a “gal” that “when I look into 
your eyes time stands still” and she 
will go for it. But try telling her 
that her ‘face would stop a clock” 
and see what happens. 

And next I must develop ap- 
proaches and, sales techniques that 
will get the job done fast. You 
know what the college boys say, 
“Candy is dandy, but liquor is 
quicker.” 


What I have to say can be sum- 
med up under three headings— 
“good planning,” “good service” 
and I hope “good underwriting.” 

I started in this business back in 
the depression days, when if you 
wanted to eat you had to produce. 
That was before LUTC and CLU 
and before we had the efficient 
training programs from our compa- 
nies that we have today. After 
some moving around I settled in 
Dyersburg, Tenn., 18 years ago. 

Since I collect a debit along with 
selling ordinary, A&S, group, hos- 
pital and surgical, I plan my work 
to take care of the debit at times 
when selling is not so good. For 
instance, Monday morning is a bad 
time to call on business people and 
from 11:30 a.m. to 3 p.m. is slow 
every day—so I do my debit work 
during thse hours. It works for me, 
as I have had no arrears on my 
debit for four years. My debit is 
all over town so I can’t tell you 
what my percentage of my busi- 
ness comes from the debit but I 
can show you families who still pay 
me weekly premiums and have up 
to $300,000 ordinary in force as 
well as A&S and hospital and sur- 
gical. 

I have a busy and happy life and 
feel that I am a respected citizen 
because I know everybody in town 
and they have gradually come to 
depend on me to take care of their 
insurance needs. I have not sub- 
jected them to so-called “high pres- 
sure” and they are not afraid to 
discuss insurance with me. 

At one time this created a prob- 
lem and caused me to use very di- 
rect and blunt methods of selling. I 
never knew whether the man want- 
ed to “buy or talk.” So I devised a 
method of finding out and to keep 
me from wasting time. The obvious 


thing seemed to “just ask,” so most 
of my opening remarks are built 
around the question “Are you a 
prospect for life insurance?”, 
whether I make the call or am 
stopped on the street for a conver- 
sation about life insurance. The 
question is so direct that you usual- 
ly get a truthful answer. He has 
no time to prepare a defense. He 
will hardly every say “yes” but if 
he doesn’t say “no” you probably 
have a prospect. 
e 


I recently called on the president 
of a chain grocery and as I came 
in he said, “Hello, Tom, what’s on 
your mind?” I replied, “Life in- 
surance, just like groceries are on 
your mind.” Again I called on a 
man who had just bought a busi- 








Thomas B. Rosser addressed the 
Friday morning session as part of 
the series of talks on the street 
agent speaks. Mr. Rosser, agent for 
Metropolitan Life at Dyersburg, 
Tenn., said that an agent must de- 
velop new and interesting ways of 
saying the same things and further 
he must develop approaches and 
sales techniques that will get the 
job done fast. 





ness and asked him, “Did the pur- 
chase of this business create a need 
for you to increase your insur- 
ance?” It did and he bought it. 

My reputation is laid on the line 
with every sale I make—if a man 
dies the people in my town want to 
know if I handled his insurance— 
not idle curiosity, but country 
town interest—so I had better have 
a good explanation if I handled his 
insurance and his family is not 
properly taken care of. This is my 
deadliest dart in the sale of family 
protection insurance. I can call on 
a friend and say: “George, if Sam 
Jones died, you would naturally 
ask me if his wife and children 
would be taken care of all right. 
All of his other friends would ask 
the same question. I am happy to 
report that Sam’s family would be 
well taken care of if he died. Now if 
you die these same questions will 
be asked—what do you want me to 
tell them about your family if you 
don’t follow my recommenda- 
tions?” 


I use an insurance analysis along 
with social security when canvas- 
sing families of good or high in- 
come. These people are more in- 
terested in the advantages of social 
security for they are in better posi- 
tion to appreciate tax-free dollars. 
We all know that people are im- 
practical—that’s why there are so 
many overweight doctors and un- 
derinsured insurance men. They 
spend twice as much as they should 
for modern conveniences and half 
as much as they should for security 
for their families and themselves. 
Today with the term riders and 
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family security plans we can devel- 
op comprehensive insurance pro- 
grams and keep the premiums at 
reasonable levels. 


One of my most effective serv- 
ices is the annual cost analysis. 
Once a year I call on my larger 
policyholders and show them how 
much of their premium dollar is 
still in their possession and repre- 
sented by the cash value of their 
policies. I can then say: “Mr. Jones, 
last year you paid my company 
$8600 and we put $7900 of it back 
into your cash values and you were 
only out of pocket $700. Can’t you 
afford $700 per year for insur- 
ance?” 

I am asked many times how I 
overcome the objection, “I can’t 
afford it.”” Well I just don’t call on 
people who can’t afford it. If I 
want to know how much a man 
earns—I just ask him and nine 
times out of ten he will tell me— 
and then I know. 

In prospecting for business in- 
surance I have a plan that works. 
The heads of firms nearly always 
have wives and after deciding 
which would be the most difficult 
to deal with, I call one of the other 
partners and officers and say, 
“How would you like to be in busi- 
ness with her?” 

In the sale of business insurance 
I always try to sell through the ac- 
countant or attorney instead of 
around him. I show him why it is 
better for him to make the recom- 
mendation, letting him know po- 
litely that I will do it if he does not. 
When the meeting is called for the 
consideration of the plan he does 
not have to pick it to pieces to jus- 
tify his existence. He gets credit 
for the recommendation. I get cred- 
it for the sale and the commission 
—and you can hardly get a better 
deal than that. 

I never canvass for insurance on 
the basis of net costs or the tech- 
nical terms of the life insurance 
business. I believe the prospect is 
only interested in'what the insur- 
ance will do for his family, his 
business, his estate or himself and 
he will not inject the technicalities 
unless you do it for him. 

I never use a rate book when 
canvassing for larger policies. If 
the prospect wants to know what it 
costs him or what the initial premi- 
um is, I assure him that it will be 
within his ability to pay and will 


certainly be competitive. As many 
of you know, the home office does 
not always issue at the premium 
we quote and if we have not stated 
a premium, the job of placing a 
rated policy is easy. The under- 
writers make the rates, I don’t, 





Craig Gives Tips 
on How Manager 
Can Build Efficiency 


Appearing as a panelist before 
the agents forum Tuesday, W. 
Thomas Craig, Los Angeles gen- 
eral agent for Aetna Life, made 
six suggestions as to how the 
agency manager can increase and 
maintain the effectiveness of his 
organization: 

(1) Bring into agency the right 
type of salesman. For too many 
years the public has had the feel- 
ing the wrong type of agent has 
been brought into the business. 

(2) Provide the new man with 
the sort of training that will make 
him a well-qualified salesman, with 
the ability to do a proper service 
job for the insurance buyer. 


(3) Provide the proper direction 
and supervision for agents and 
back this up with field assistance 
and sales counsel of a continuing 
nature. 

(4) Provide the inspiration, en- 
thusiasm and motivation to drive 
the agent to greater confidence 
and success. 

(5) Build prestige in the com- 
munity for the agency and com- 
pany and assist agents to get into 
the sort of activities that will make 
them widely and favorably known. 

(6) The general agent also 
should keep himself well-informed 
so that he at all times can provide 
his associates with the sort of as- 
sistance that will mean additional 
sales for them. Lack of training 
facilities for the general agent, ac- 
cording to the speaker, is the weak- 
est link in the agency system 
chain. 





Guarantee Mutual Life Visitors 


President Ralph E. Kiplinger, 
Everett L. Chambers, vice-presi- 
dent and secretary, and Agency 
Vice-president J. D. Anderson are 
representing the home office of 
Guarantee Mutual Life of Omaha 
at the convention. 
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McMillon Misses No Bets in 
Clinching Loyalty of Clients 


Among the problems of life in- 
surance that face the new men who 
enter the field, 
according to 
R. L. McMillon, 
Business Men’s 
Assurance, Abi- 
lene, Tex., are: 
What about all 
the education in- 
surance men are 
always recom- 
mending; what 
about’ prospect- 
ing; what about 
all the new policies and the sales 
meetings that accompany them; 
and what about all the second and 
third year failures there are in the 
business? 

Speaking at the National Assn. 
of Life Underwriters convention at 
St. Louis, Mr. McMillon outlined 
these and ideas for prospecting he 
has used in the business. 

He said he believes it is possible 
to educate a salesman too fast, but 
education is necessary so an agent 
can sell in depth—as contrasted 
with selling horizontally—meaning 
reselling present clients. To sell in 
depth the agent must be aware of 
the latest trends in programming, 
taxes, estate planning, and up-to- 
date methods of presenting his 
product to the public. Continuous 
education is necessary, but it is not 
the greatest problem that faces the 
life insurance business, he said. 

The problem of prospecting is 
not 90% of the business, he said. 
If an agent has been in the business 
six months or even six weeks, he 
will know all he needs to know 
about prospecting. 

In regard to new policies and the 
sales meetings to introduce them, 





R. L. McMillon 








ANS: A General Agency with 
a LIVE Company ... and a 
BIGGER SHARE of the 
Premiums under our 


DIRECT CONTRACT 


We have an exceptionally fine 
portfolio of standard and special 
life policies, plus surgical benefit 
and hospitalization coverages. 














DIRECT AGENCY openings in: Mary- 
land, Ohio, Indiana, lowa, Kentucky, 
Missouri, Mississippi, Arkansas and 
West Virginia. 


WRITE TO: 
J. DeWitt Mills 
Supt. of Agents 


utual Savings Life 


$701 Waterman St. Levis 12, Mo. 














Mr. McMillon said he is in favor 
of new policies from a competitive 
standpoint, but “as a matter of fact, 
we already have more policies in 
our rate book than I know how to 
sell.” 

He said when a new policy 
comes out the company has a re- 
gional sales meeting at which a 
home office man or the manager 
tells of the great beauties of the 
new policy and how it will make 
the agents rich. 

“My wife and I sit there in the 
audience,” Mr. McMillon said, “and 
we leave there with such enthus- 
iasm that on the way home I grip 
the steering wheel and I look at 
my wife and say ‘we are out of 
debt now, we are going to get rich 
on that one policy they showed us 
today.’ We are boiling over with 
enthusiasm as we drive 200 miles 
from Dallas to Abilene. But what 
happens? When we drive in the 
driveway, the dog is gone, the cat 
is out, and the baby is still wetting 
his diapers. We are back in the 
same old rut in two days.” 

Mr. McMillon said what he 
wants to get out of sales meetings 
is how he can take the business he 
has and get more business and keep 
it on the books. 

“Now, I want to talk to you 
about the second and third year 
failures. You are looking at a man 
who was not a second or third year 
failure, but who was a first, second, 
third, and fourth year failure in 
this business. I would emphasize to 
you right off the bat,” he went on, 
“that the fact that I was a failure 
in the insurance business for the 
first four years was not because 
there was anything wrong with 
the life insurance business, or my 
management, or my company. It 
was all because there was some- 
thing wrong with R. L. McMillon. 

“T have letters in my files at 
Abilene which show that my man- 
ager tried to fire me three times. 
Each time he would write me and 
suggest that I should do something 








Phillip Wilson, John Hancock 
producer at St. Louis, shown be- 
tween convention events with Clar- 
ence Wyatt, Hancock vice-presi- 
dent. 





else, I would get in the car and 
drive to Dallas and say, ‘Look here, 
Mr. Hoag, I got in this business to 
make it a career.’ And he would 
say, ‘All right go back home and 
go to work.’ And I would go back 
home and get a little further in 
debt. The first year I was in the 
business, my statement shows I 
made about $1,600. The second year 
I made about $2,200, and the third 
year I made approximately $3,000. 
During 1947 my daughter was born 
with the bottom of her stomach 
closed and we paid the doctor about 
$100 a month for 20 months. When 
you do that and you’re not making 
money, too, things happen to you 
fast.” 

Mr. MecMillon said he talked over 
the problems with his wife and 
they decided to start the change in 
their lives by going to church and 
tithing to the church. Then they 
started to believe it was more 
blessed to give than to receive, and 
then they figured out the order of 


importance in the business. 

“What is the order of the busi- 
ness? First are the men and women 
who buy insurance, second, the 
salesmen; and then in order, man- 
agement, and the company.” 

Using a Timken bearing to rep- 
resent the many policies his com- 
pany has to sell, the stick on which | 
the bearing is mounted as the 
prestige he has in the business, and 
the bearing cup to represent a 
bright, shiny, new prospect, he 
explained his theory of “penetrat- 
ing oil.” 

When the bright shiny prospect 
is fitted on the bearing, he does not 
move, but must be oiled with 
“good, old, down-to-earth human 
relations.” 

The process is not for wild-cat- 
ters in the insurance business, but 
for the career men who want to 
work, live and die in their own 
communities as insurance men. It 
is a system that can do four things: 

(CONTINUED ON PAGE 43) 





The Guarantee Mutual Life 


Company Salutes Its 1955 


National Quality Award Winners 


- «and the NALU for Sponsoring the NQA Program 
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Basic Selling Techniques Discussed 
by J. S. Sierra as Four-Step Program 


BY JOHNNY S. SIERRA 

It’s not nearly so tough to suc- 
ceed in the life insurance business 
as it is to get in the life insurance 
business! When I was trying to 
get in, everyone was trying to 
keep me out. After I got in, every- 
one I met went all out to help me; 
in fact, some of my greatest help 
came from my competitors. What 
a business!! 

After a district manager for a 
local company told me he couldn’t 
take a chance on me, his local man- 
ager persuaded him to give me a 
limited chance. That manager, Mr. 
Huffstetler, is still my manager; 
and from that day to this, “Huff” 
has been the greatest influence for 
good in my whole life. 

The company wouldn’t give me 


a contract, and they couldn't af- 
ford the expense of training me 
after so much evidence that I 
couldn’t win; however, they gave 
me a chance to prove that they 
were mistaken. They said that if I 
could sell, I could sell polio poli- 
cies. It required no training and no 
rate book. If I proved in three 
months that I was a salesman, they 
told me they would give me a con- 
tract to sell life insurance. 

In a month and a half, I had 
sold 35 polio policies, and I had 
20,000 of life insurance to my 
credit. I can’t say I sold the life 
insurance. I brought in signed ap- 
plications and some money. There 
would be nothing on the applica- 
tion except the buyer’s name; then 
my manager would go with me, 
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la carte 


If you are thinking in terms of a 
“second company” for your surplus 
business or for placing business which 
your company does not accept, a look at 
American United Life’s complete “a 

la carte” service may well be in order! 


Pioneers in writing “rated” business, American United has a 
“$25,000 Executive Special’ policy (ratable and sold in % unit 
minimums) with low net payments as well as low net costs; a 
“Special Option”’ investment type policy where premium payments 
in later years may be reduced below ordinary life rates if desired; 
a “Major Medical Expense” policy with a $7,500 benefit, that is a 
honey . . . just a few of the many services available on an 

“a la carte” basis. Your inquiry is invited. 
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INSURANCE 
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Assets over $118 million, insurance in force over $600 million 
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work the rate book magic and tell 
the man what he could get for $5 
a week or a month. 

After a month and a half, the 
biggest problem and the toughest 
hurdle in my career was tackled 
—and solved.—I was given a con- 
tract. I was in the life insurance 
business! 

I started like a house afire: an 
asbestos house in a cloudburst! 
Often it occurred to me that the 
eight managers and general agents 
who turned me down might have 
been right. One thing I learned 
for sure: the guy who named it 
“cold canvass” was right, He real- 
ly knew his Fahrenheit! But the 
guy who said I was too young was 
in error. Youth isn’t a malady; it’s 
a temporary handicap. 

o e e 

I enrolled in the Southern Meth- 
odist University institute of insur- 
ance marketing as soon as I had 
the minimum field experience to 
qualify—six months. That was a 
real turning point for me. What an 
outstanding job of training they 
do! Bert Jaqua, through his teach- 
ing and training, has made contri- 
butions to the institution of life 
insurance that can be matched by 
few men in life insurance history; 
perhaps, by none. 

Of course, I improved after my 
institute training. There is nothing 
remarkable about that. All of the 
boys who go there improve. We 
are required to mike accurate time 
and effort reports and send copies 
to the institute throughout our 
training period. By the time one 
graduates, it is a fixed habit. 

Because I have been well trained 








Speaking at the Thursday morn- 
ing session, Johnny S. Sierra, agent 
in Dallas for Great Southern Life, 
discussed basic selling techniques. 
He stressed the fact that an agent 
must learn how to present life in- 
surance in such a manner that it 
isn’t necessary to sell it—the cus- 
tomer will buy it. The problem is 
to sell to people the recognition of 
the problems of life as it is for them. 
After the problem is set, the agent 
must present life insurance as the 
only solution. 


and guided, I have been able to 
standardize my work habits: For 
six years, I have sent out three 
letters a day. I telephone all of the 
men to whom I send letters. Jimmy 
McFarland gave me my present 
telephone technique. In 1948, Bert 
Jaqua had brought him down to 
address our class. You'll find the 
whole thing in your DLB. 

Out of these calls, on the aver- 
age, I'll get one appointment; one 
nibble (“Call me again’) and one, 
no good. I never try the tough 
ones. There are too many easy ones 
and they are too easy to get. 

Almost all of my business comes 
from what you call ‘“program- 
ming.” In our agency, we call it 
“measuring jobs.” It is a simple, 
standardized presentation. When I 
get to my prospect, I try to get 
through four steps as rapidly as 
possible. I never go to the next 
step unless we have agreement on 
all majors. As soon as I can, I say 
to him (step 1), “I want to talk 
with you about your life insur- 
ance.”—That’s all.—I shut up—lIf 
he has some objections, I want to 
know them now. We have a list of 
all the possible objections. There 
are only eight. To all of them, we 
have one reply. It retires all pos- 
sible objections: “Perhaps I didn’t 
make myself clear. I have no rea- 
son for thinking that you are in- 
terested in buying additional life 
insurance. If you were going to 
buy some, I can think of no reason 
why you would now want to buy it 
from me. I meant to say, ‘I want 
to talk with you about your life 
insurance. You own some, don’t. 
you? Let's talk about it.” Then to 


step 2: 
“It is quite difficult to own life 
insurance correctly. Most men 


don’t make it. In our business, we 
deal with the users as well as the 
buyers. In 90 of the cases, there 1s 
tragedy attendant on the pay-off; 
not because the life insurance 1s 
bad, but because of bad ownership 
of good life insurance.” I'll illus- 
trate only if it appears necessary, 
and go on to step 3 as quickly as 
possible. 

If illustration seems indicated, I 
tell him that it is possible that he 

(CONTINUED ON PAGE 48) 
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NO IMPERSONAL ENTITY 


Gutmann Deplores 
‘Bandwagon Tactics’ 
of Life Companies 


Any agent who has a son coming 
into the business had better think 
of training him 
for the more sub- 
stantialestate- 
planning or busi- 
ness needs sale 
on the one hand, 
or, on the other, 
for the mass-cov- 
erage fields of 
group and pen- 
sion_ business, 

said Harry K. 
Harry K. Gutmann Gutmann, Mutu- 
al of New York, past president of 
the New York City Life Under- 
writers Assn., at the agents’ forum 
conducted at the NALU meeting 
in St. Louis under the aegis of the 
agents’ committee, headed by Wil- 
liam H. Pryor, Connecticut Mu- 
tual, Milwaukee. Mr. Gutmann ex- 
pressed disappointment at the 
“bandwagon tactics” of companies 
that have gone along with increases 
in group limits. Here’s how he set 
forth his views: 

It is difficult for those of us who 
have been the field men of the 
agency system over the past dec- 
ades to conceive that our services 
are anything less than indispens- 
able to the sale of life insurance. 
Yes, social security and group life 
have made, and are continuing to 
make inroads into the areas of our 
normal activity, but until recently, 
and continuing even now there has 
been a sales interplay between the 
group sale and the individual sale. 
One hand feeds the other, so to 
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the convention 
booths. 











speak. Thus there has not been too 
much concern among us agents. 
We have not been entirely silent; 
our social security and group com- 
mittees have issued periodic warn- 
ings against the spread of both. 
And we have met with the high 
councils of the companies on the 
problems involved. Probably the 
kindest description I could give the 
situation in which we find our- 
selves today is one of “competitive, 
confused flux.” 

I do not believe that our great 
first-line conservative companies 
have set out wilfully to destroy the 
agency system as we have known 
it. If I read the signs of the times 
correctly, the trends of our eco- 
nomy are buffeting about even our 
great insurance institutions. In ad- 
dition, smaller and newer compa- 
nies, determined to unseat the in- 
surance royalty of the past, have 
thumbed their noses at tradition, 
and assumed the Louis-Graziano 
pose of fistic combat rather than 
that of Gentleman Jim Corbett. It 
seems surprising that the mouse 
should scare the lion, but, frankly, 
isn’t that what has seemed to hap- 
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pen? It does seem as though our 
napping collossi were caught off 
guard, took a beauty smack-dab on 
the chin and, in a temporary and 
current daze, have fought back 
wildly and convulsively. Were it 
not for the potential dire conse- 
quences to the agency system, it 
would be humorous to watch our 
traditional greats fighting the fight 
of the “Johnny-come-latelies” in- 
stead of the other way around. 

It has been disappointing to the 
traditional agent to witness the 
bandwagon tactics of his compa- 
nies. We have verbalized our ob- 
jections to soaring group limits, we 
have chided our companies for em- 
bracing credit and mutual fund in- 
stitutions, we have pleaded with 
our politicians to stay the social 
security tide. Fortunately we are 
realists—most of us—and subscrib- 
ers to the theory of “devil take the 
hindmost,” as witness the fine at- 
tendance at the room-hopping Mil- 
lion Dollar Round Table session on 
group at White Sulphur a month 
or two ago. 

Let’s not kid ourselves, the poc- 
ketbook theory is our prime guide 
to sales action. “Who profits most” 
is still the motif for company, for 
G.A., and for agent. As for the pub- 
lic—and let us not overlook our 
clients—they will be served, even 
if they do not know what they 
want, so long as it’s cheaper and 
mass-produced. 

But what of that son you're 
thinking of bringing into your bus- 
iness? You and I are transitional 
agents and double beneficiaries of 
the policy sale and the group sale. 
In his behalf I would caution you 
to train him for the more substan- 
tial estate-plan or business-needs 
sale on the one hand, or, on the 
other, prepare him for the mass- 
coverage field group and pension 
benefits. Perhaps that group vice- 
president who pronounced—not 
too long ago—that a man’s basic 
insurance needs would be wrapped 
up in one group package wasn’t too 
far off base. Be that as it may, I 
have no intentions Of going out of 
the life insurance business. It’s still 
a very rewarding occupation—fi- 
nancially and spiritually! 





Berkshire Life Delegate 


Berkshire Life’s home office del- 
egate to the convention is Assistant 
Superintendent of Agencies Clair 
A. Bernard. 


NALU Takes interea 
in Two Agent 
Tax Cases 


NALU may interest itself in two 
court cases where agents are seek- 
ing a refund of federal income 
taxes paid on commissions received 
by them on policies they purchased 
on their own lives. 

The committee on federal law 
and legislation, meeting Monday 
with Gerard S. Brown, Penn Mu- 
tual, Chicago, in the chair, directed 
the chairman and Carlyle M. Dun. 
away, NALU counsel, to recom- 
mend that the board of trustees 
take steps preparatory to filing 
amicus curiae briefs in cases filed 
in district courts in Pennsylvania 
and New York. 

Such a tax on commissions re- 
sulting from an agent’s personal 
insurance was described as the 
taxing of a courtesy discount. Late 
last spring the revenue service took 
the position that such commissions 
should be taxed. The two court 
cases involve attempts to reverse 
this ruling, and the committee 
members expressed themselves as 
feeling the matter is of such impor- 
tance to all agents that NALU 
should intervene. 

The committee also reaffirmed 
its stand with respect to individual 
retirement plan legislation, the Jen- 
kins-Keogh proposal, and also in- 
dicated NALU will carry its pro- 
testations over elimination of ap- 
plying the “outside salesman” sec- 
tion of the tax code to debit agents. 
A hearing on the latter matter is 
scheduled for some time in Septem- 
- and NALU will be represent- 
ed. 





Set Pentagon Conference 
on Military Base Sales 


A conference has been set Sept. 
13-14 at the Pentagon at which the 
sale of insurance on military reser- 
vations will be considered, it was 
brought out at the meeting Mon- 
day of the committee on affairs of 
veterans and servicemen. 

Louis J. Grayson, Travelers, 
Washington, the chairman, said 
the NALU will have representa- 
tives on hand. He said the confer- 
ence will furnish data for a study 
of the need of tightening regula- 
tions over insurance sales on mili- 
tary bases. 

It also was brought out in the 
discussion that NALU is about the 
only organization that is opposing 
the high level of benefits called 
for under H.R. 7089, the ‘proposed 
servicemen’s and veteran’s bene- 
fits legislation that was reported 
out favorably by the house com- 
mittee last June. 





American United Life Delegates 


American United Life delegates 
to the convention are Brady Min- 
nis, assistant superintendent of 
agencies, Emil C. Rassmann, ad- 
vertising manager, and Robert B. 
Thompson, superintendent of agen- 
cies. 
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Board Names Six 
New Trustees to 
American College 


Six new trustees of American 
College were named at the board’s 
annual meeting 
in St. Louis. 
Elected to regu- 
lar terms are 
Herbert C. 
Graebner, who 
was named dean 
of the college 
last year in Bos- 
ton; Gerald W. 
Page, general 
agent of Provi- 
dent Mutual, 
Los Angeles and past president of 
American Society of CLU; and 
Edmund L. Zalinski, vice-president 
of John Hancock. 

Ex-officio members are Harry 
Krueger, Ist vice-president of 





Herbert C. Graebner 





Gerald W. Page Edmund L. Zalinski 


American Society and _ general 
agent of Northwestern Mutual, 
New York City; R. R. Davenport, 
president of LIAMA and _ vice- 
president and agency director of 
Southwestern Life; and Herbert R. 
Hill, president of LUTC and man- 
ager, Life of Virginia, Richmond. 

Trustees reelected are Chester O. 
Fischer, vice-president of Massa- 
chusetts Mutual Life; William E. 
Hays, general agent of New Eng- 
land Mutual, Boston; Clarence B. 
Metzger, 2nd_ vice-president of 
Equitable Society; Henry E. 
North, vice-president of Metropoli- 
tan Life; and Charles J. Zim- 


merman, managing director of 
LIAMA. 
During the past fiscal year, 


American College lost two trustees 
by death, J. Stanley Edwards, a life 
trustee who was an original in- 
corporator of American College in 
1927 and retired general agent of 
Aetna Life, Denver; and W. T. 
Grant, chairman of Business Men’s 
Assurance. 





Metropolitan Life Home Office 
Officials Attend Convention 


The home office of Metropolitan 
Life is represented here by A. Rog- 
ers Maynard, 2nd vice-president; 
Alexander Hutchinson, superin- 
tendent of agencies—southwestern 
territory; Wilbur W. Hartshorn, 
superintendent of agencies—Great 
Lakes territory; Karl H. Kreder, 
3rd__ vice-president; Eugene F. 
Ryan, division supervisor of field 
training for southwestern territory ; 


Gerald Spahn and John Heuvel- 
man, territorial field supervisors 
for southwestern territory; Joseph 
F. Gentile, field training supervisor 
for southwestern territory; and J. 
E. Williston, home office super- 
visor—southwestern territory. 

Headquarters for Metropolitan 
Life agents at the convention is in 
the Jefferson Hotel. 





General American Has 
Courtesy Booth 


General American Life of St. 
Louis has an elaborately set up 
“courtesy booth” on the mezzanine 
floor of the NALU convention ho- 
tel. Under the supervision of A. W. 
Evans, director of personnel, it is 
staffed by Ruth Gradolf and Bille 
Huff of the home office. 

The booth acts as a clearing 
house for messages and has an ar- 
ray of home-town newspapers for 
the benefit of out-of-towners. 
There is also a display of St. Louis 
products. 





B. B. MacFarlane 
New Chairman of 
Women’s Table 


B. B. MacFarlane, Pan-American 
Life, New Orleans, was elected 
chairman of Women’s Quarter 
Million Dollar Round Table at its 
meeting during the NALU conven- 
tion in St. Louis. She replaces 
Florence M. McConnell, John 
Hancock Mutual, Galesburg, III. 

The new vice-chairman is Alberta 
Light, National Life of Vermont, 
Detroit. Helen Rupp, Prudential, 
St. Paul, and Hedwig Eichenburg, 
Kansas City Life, Kansas ‘City, 
were elected to the executive com- 
mittee. 

Named to the nominating com- 
mittee, in addition to the immediate 
past chairman, were Miss Mac- 
Farlane, Norma Wasson Bard, 
Phoenix Mutual Life, Los Angeles ; 
Ava Sweaza, New England Mutual 
Life, St. Louis, and Hazel Herr- 





organization qualified for the 
We are proud of the degree of 


meyer, Penn Mutual Life, Minnea- 
polis. Mrs. Bard heads the nom- 
inating committee. 





Hancock Twice Host 

John Hancock was host at two 
receptions in honor of two of its 
people who are heads of NALU 
subsidiaries. The company was 
host Monday evening at a recep- 
tion for M. L. Camps, general 
agent at New York, chairman of 
General Agents & Managers Con- 
ference, and Tuesday evening for 
Florence McConnell of Galesburg, 
Ill., Quarter Million Dollar Round 
Table. 





GANC Certificates Unveiled 


Certificates attesting to the com- 
pletion of the 12-week course in 
agency management run by Gen- 
eral Agents & Managers Confer- 
ence were unveiled at the GAMC 
meeting at St. Louis this week. 
Recipients must have attended at 
least nine out of the 12 sessions. 


NATIONAL QUALITY AWARD FOR 1955 


Thirty-two members of Bankers Life of Nebraska’s sales 


1955 National Quality Award. 
excellence in field underwriting 


they have achieved which merits this coveted recognition. 

We are especially pleased to recognize the nine men whose 
consistent superiority of service to policyholders, Company and 
industry places them in the select group of life underwriters 
who have earned this award for five or more years. 





11 YEARS 








Carl Lutz 


8 YEARS 





G. G. Norvell 


7 YEARS 











J. H. Brown, C.L.U. 


Fairbury, Nebr. Spencer, lowa Pittsburgh, Pa. 
7 YEARS 6 YEARS 5 YEARS 





F. A. Sullo 
Jackson, Mich. 


SINCE 1887 Bankers Life 
:* Of Nebraska 





E. E. Parminter 
Norfolk, Nebr. 








7 YEARS 


7 YEARS 





H. W. Krumwiede 
Sioux City, lowa 





5 YEARS 





D. P. Fansler 
Fresno, Cal. 
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Because they practice ite nigh type os 


field representation your organization has inspired throughout its 66 years, 
Pacific Mutual proudly presents to the membership of the National Association 
of Life Underwriters the 1955 Diamond Circle Leaders of the Big Tree Club— 


MAAN 















THE 


Eugene I. Rappaport, C.L.U. 
R. Earl Denman 

Wm. Richard Balkin 

Abram L. Geller 

E. Walter Albachten 
Chester Ashford 

Al Robinson 


+ 








AMM 


1955 MEMBERSHIP Zy 


1. First, that you continue to conduct WI. Third, that your power of example in 
your affairs in such a manner that the all things be directed toward encouraging 
prestige of membership in the “Diamond your fellow underwriters, from whom 
Circle” will be a goal that others will sin- you have been singled, that they also will 


cerely desire and strive to attain. aspire to achieve similar recognition. S 
i. Second, that you continue to maintain IV. Lastly, you are charged with the SS 
a pace that will serve as an inspiration diligent preservation of your exceptional Ss 


and a challenge; for such is the role of abilities and an enduring dedication to S 
a true “Pace Maker.” your profession. SS 


MZ 


DIAMOND CIRCLE Y 


Robert P. DeOrsey Wallace J. Champlain 


C. Porter Hochstadter Arnett Lovejoy 
Herbert W. Wiedemann Abner A. Waxman 
W. Harlow Edwards Roger M. Coffin 
Daniel D. Franzblau Bernard D. Corwin 

N. A. Herberts Fred L. Hirsch 
George McCoy Thos. F. Borden 

John T. Eschels Emily W. Thompson 
Edgar M. Richardson Arthur K. Coty 
Walter L. Strand Maurice F. Bradley 
Erick Gebsen Ransom E. Strickland 


HE CHARGE 
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Lige Insuzsance Co 


HOME OFFICE + LOS ANGELES, CALIFORNIA 
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WELCOME TO ST. LOUIS 


N. A. L. U. 


WE HOPE 


DOOLODOOPADALAOOD OOOO OOOO HOON OOOOPNOOOHOD 


~W 


YOUR CONVENTION WILL BE 


SUCCESSFUL AND YOUR STAY PLEASANT. 


J. S. GOULD, President 


THE RELIABLE LIFE 


“It’s Name Is Its Motto” 
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Tiree Sons of CLUs, 
Two Presidents Win 
CLU Designations 


Three sons of CLUs, two life | 
company presidents and two mem. | 
bers of CLU headquarters staff re. | 
ceived CLU designations at the an. © 


nual conferment dinner and exer. 

cises Wednesday night in §¢, 

Louis. z 
Joseph H. Reese Jr., associated 


with his father who is general | 
agent of Penn Mutual Life in Phi. | 
adelphia and secretary of American | 





Joseph H. Reese Jr. received his 
CLU designation at the annual 
conferment dinner and exercises 
Wednesday night in St. Louis. He 
is shown with his father, a mem- 
ber of the CLU class of 1930, who 
is general agent of Penn Mutual 
Life in Philadelphia and secretary 
of American College. The younger 
Mr. Reese is one of three sons of 
CLU’s approved for the designa- 
tion this year. 


College, is one of the sons. His 
father is a member of the class of 
1930. 

Another son is David McCahan 
Jr. His father, who was president 
of American College and a promi- 
nent insurance educator, died in 
1954. 

John L. Tabor, who finished his 
examinations in 1951, this year has 
the experience to qualify for his 
designation. His father, Maurice S. 
Tabor, is a member of the class of 
1928 and his brother, Robert G. 
Tabor, received his CLU designa- 
tion last year. They are with Trav- 
elers in Buffalo. 

The life company presidents are 
Louis M. Gregory, Lee National 
Life, Shreveport, and Leslie G. 
Huff, American Founders Life. 

Mrs. Helen L. Schmidt, adminis- 
trative assistant of American Col- 
lege, and Robert K. Gross, business 
manager of American Society, are 
the headquarters staff members. 

The registration board of the col- 
lege approved 399 persons for des- 
ignations when the list was first 
released, and a few additional 
names were approved at the final 
meeting in St. Loutis. On the first 
list, 374 received CLU designations 
and 26 were approved as CLU as- 
sociates. 
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Gladden Discusses Methods for 
Closing Income Package Sale 


By ROBERT E. GLADDEN 


As I look back a short five years 
to the time I entered the life insur- 
ance business, I can vividly feel 
the weight of my first big problem 
—prospecting. After six months of 
frustration I came upon a system 
that I felt would work for me. 

I began to realize that I had to 
have a steady flow of new names 
across my desk each week. By 
sending 100 direct mail names in 
each week I would average 10 re- 
plies. By stopping at the county 
court house once each week I could 
secure 10 new marriage leads and 
asking for referred leads from ev- 
eryone I saw would yield an aver- 
age of 10 names per week, plus 
what I would pick up from person- 
al observation. 

Now I had a steady flow of pros- 
pects and my next problem was 
the approach. I decided to use the 
telephone to line up my appoint- 
ments for the week, so I worked 
out a telephone approach for mar- 
riages and referred leads, using the 
direct mail leads to fill in where I 
had no appointments. 

This system worked and it help- 
ed me to sell lives, which was my 
primary objective. I have paid for 
at least 121 lives each year with a 
maximum of 154 in 1953. 

Ninety-five percent of my sales 
were on a package basis, either 








Examples of how to close the 
sale and how to prospect were dis- 
cussed by Robert E. Gladden, John 
Hancock, Jackson, Mich., in a panel 
on “The Street Agent Speaks,” 
conducted by Horace R. Smith, 
superintendent of agencies of 
Connecticut Mutual Life, at Fri- 
day’s general session of the NALU 
annual at St. Louis. In the business 
five years, Mr. Gladden has re- 
ceived the national quality award 
the past two years. 








savings or a simple family income 
social security program, which is 
done in one interview. 

Once this system became a part 
of me and was producing for me 
I began to analyze my records for 
ways to improve my closing ratio, 
upgrade my average-size case and 
improve the quality of my business. 

I had just finished the one-year 
course of life insurance marketing 
institute at Purdue University in 
January of 1953. Many of these 
problems were discussed there and 
I felt sure I could improve my op- 
erations with some of their ideas. 

The school gave me the added 
power I needed to improve my 
closing ratio. It wasn’t anything 
I could put my finger on, except 
that now I had a strong belief that 
for 95% of the American people, 
life insurance was the only way 
they could solve their financial 
problems and it was my job to help 
them. see their problem clearly. 
Then when the solution was pre- 


sented they would willingly accept 
the easy terms of life insurance. 
This belief has improved my clos- 
ing ratio to two sales from every 
three interviews. 

Two years ago I switched from 
the marriage leads to the mortgage 
leads; this put me in an older age 
group. The quality of business im- 
proved as well as my volume and 
premium income. This made it pos- 
sible to qualify for the national 
quality award the last two years. 

This year I have made another 
change in my operations; I stopped 
my direct mail and replaced these 
10 names per week with my policy 
holders. So now my system feeds 
me referred leads, mortgage leads, 
policy holders and names from per- 
sonal observation. Frankly, I am 
a lot stricter with my qualifications 
for prospects now but I still have 


more people to see than I can pos- 
sibly manage to get around to. 

I want to discuss with you some 
of the closes I use and to do this 
we will assume a situation. I have 
just finished the details in present- 
ing a family income package to a 
young man we will call John and 
his wife, Mary. They have a daugh- 
ter aged one named Susan. I have 
just finished explaining the social 
security benefits as they would ap- 
ply to John and his family and now 
I am starting my close. 

“If Mary is to have the amount 
of income you said she would need 
in the event of your death, it is ob- 
vious that some new source of in- 
come must be found, isn’t that true, 
John? 

“Our company has a plan which 
supplements social security and fits 
this picture of decreasing responsi- 


bility almost exactly. For example 
in this monthly income picture of 
yours, you are approximately $70 
per month short of your minimum 
objective—that is, the difference 
between the starting income of 
$184.60 and the $250.00 you said 
your family would need. 

“This plan, called the family in- 
come plan, would provide that $70 
per month for a period of 20 years, 
or until Susan is 21 and then would 
pay Mary $7,000 in cash or income 
right during this period when so- 
cial security is dropped off. Notice 
how beautifully our plan fits in 
with your plan. 

“Let’s see just how much would 
be paid in benefits under this plan 
should you wrap your car around 
a telephone pole on the way home 
tomorrow. Seventy dollars for 20 
years is $16,800 plus $7,000 at the 
end of the period makes a total of 
$23,800.” 

(First close) “That’s a lot of pro- 
tection, John. However, the inter- 

(CONTINUED ON NEXT PAGE) 
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Two ways of looking at it... 


in newspapers . . . on television 


Two of America’s most powerful advertising media 
—Newspapers and Network Television—are working 
for Prudential representatives across the country. 


They’re familiarizing the public with The Pruden- 
tial, Prudential Agents and Prudential Insurance. 


The Prudential 


INSURANCE COMPANY OF AMERICA 


oo 10 THOSe 





e “You Are There” Sundays on the CBS-TV Net- 
work. Starts Sunday, September 4. 


e The Garry Moore Show . . . every other Friday on 
the CBS-TV Network. Starts September 9. 


e Sunday Magazine Sections of over 100 newspapers. 
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(CONTINUED FROM PRECEDING PAGE) 


esting feature about this plan is 
that while it provides all of that 
protection during these critical 
years, it still provides a systematic 
savings each year, so that at age 
65 you would have approximately 
$7,721 based on our present scale 
of dividends being left to accumu- 
late with the cash value, which, 
if taken as monthly life income, 
would provide $46.62. So, if you 
elected the monthly life income, 
your total income at 65 from social 
security and life insurance would 
amount to $155.12 until Mary is 65 
and then social security would pay 
Mary $54.30 per month as a retire- 
ment benefit bringing your total 
combined income to $209.42 per 
month. John, for you to guarantee 


this income to Mary while Susan 
is growing up and for you to guar- 
antee an income for yourself at re- 
tirement age, requires only that 
you set aside $23 per month. Don’t 
you think this is an excellent plan, 
John? Is there any reason why you 
wouldn’t like to have a plan like 
this?” (Here you are trying to 
bring out any objections your pros- 
pect may have, that can’t be over- 
come until you know what they 
are). 





SOCIAL SECURITY EARNINGS 





(Second close) “Social security 
provides many benefits, but there 
is also a catch in the law. The law 
says, that you, at 65, or your widow 





INSURANCE CO. 


1501 Locust Street 
CE 1-1700 





ADAM ROSENTHAL AGENCY 
GENERAL AMERICAN LIFE 


St. Louis, Mo. 











LESTER S. BECKER 
& ASSOCIATES 


General Agents 


Insurance Company 


e 
LINCOLN NATIONAL LIFE 








PAUL G. COOKE 
AND ASSOCIATES 
PROVIDENT MUTUAL 


OF PHILADELPHIA 


418 Olive St., Rm. 320 
CHestnut 1-6868 


LIFE INSURANCE COMPANY 


St. Louis 2, Missouri 





in the event of your death, cannot 
earn over $100 per month and re- 
ceive your social security benefits. 
This makes it difficult to be able 
to work and receive social security 
too, and you can’t live on the 
amount received alone. Of course, 
the most important thing any fa- 
ther can leave his children is their 
mother’s time, and with the plan I 
have outlined, you are putting into 
action a plan that actually will 
function and work to meet your 
objectives. Without it, what you 
now have won’t do the job and 
even though you have paid for and 
are entitled to social security bene- 
fits, you won’t be able to take ad- 
vantage of them because you have 
created nothing to supplement 
them—this is especially true of 


your retirement picture. The say. 
ings feature of the plan I have out. 
lined will certainly provide enough 
to know you will never be depend. 
ent on your children or charity, Is 
there any reason that you wouldn't 
want to see our doctor and find out 
if you can qualify for this plan” 

(Third close) “There are only 
four things that can happen under 
this plan. One of these four things 
must happen: 

“A—live—Savings in cash or in- 
come to supplement social security 
for your retirement. You will never 
be dependent on someone else. 

“B—die—Income and cash to 
your family to supplement their 
social security benefits. A guaran- 
tee that you will provide for them 
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even if you are not here to sign the | 


Uswleoms' 


THE ST. LOUIS GENERAL 


welcome to their city 


friends of the NATIONAL 
UNDERWRITERS for this 
convention 





INSURANCE CO. 


1205-12 Mississippi 
Valley Trust Building 


Central 1-9855 


UNITED BENEFIT LIFE 


6 
Hawkins and Lewis Agency 


D. PIERCE HALLER 
Agency Manager 
ROBERT R. SCHREIBER, C.L.U. 
Regional Group Mgr. 
BANKERS LIFE COMPANY 
DES MOINES, IOWA 
Suite 1220, 506 Olive Street 


St. Louis 1, Missouri 
CHestnut 1-4404, Res. WYdown 1-6552 


THE MAX B. JACKOWAY 


PACIFIC MUTUAL LIFE 


418 Olive St. 


Phone CHestnut 1-2395 


AGENCY 


INSURANCE CO. 
St. Louis, Mo. 








JACK HENSLEY 


WILLIAM KING 








General Agent 
The oldest Life Insurance Agency 
in continuous existance west of 
the Mississippi River—108 years 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Suite 1736, Arcade Bldg. St. Louis 1, Mo. 
MA 3637 





Chartered Life Underwriter 


ELMER W. POUNDS 
Life Insurance Consultant 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


Suite 300-418 Olive St. St. Louis, Missouri 
GArfield 1-2484—1-2485 


JOHN H. LEAVER, C.L.U. 


General Agent and Associates 
THE MUTUAL BENEFIT LIFE INS. CO. 


320 No. 4th St. St. Louis 2, Mo. 
MAin 10933 
St. Louis’ oldest Life Insurance 
Agency in continuous operation 
since 1846 











SALOMON, HANNEGAN 
PORTNOY 


& ASSOCIATES, INC. 
LIFE INSURANCE UNDERWRITERS 
AND CONSULTANTS 
1005 Ambassador Building 


St. Louis 
GArfield 1-0925 











J. HARRY VEATCH 


General Agent 


NORTHWESTERN MUTUAL 
LIFE INSURANCE CO. 
418 Olive Street 
t. Louis 2 


CEntral 1-3931 








LEONARD R. WOODS 
C. ED TUSSEY, C.L.U. 


General Agents and Associates 
MASSACHUSETTS MUTUAL 
LIFE INSURANCE CO. 
7th Floor—506 Olive St. CHestnut 1-6585 


William E. Mulliken—Group Representative 
Suite 1620 506 Olive St. CHestnut 1-3240 
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checks. 

“C—disabled—If you become 
ermanently disabled my company 
will make the deposits on this plan 
until you can return to work or 
until this plan is completed, which 
ever occurs first, and in addition 
will pay you $70 per month during 
this same period, to help ease the 
burden of lost income. 

“D—quit—If you have to quit 
somewhere along the line you may 
take a completed contract for that 
portion of the plan you have fin- 
ished, which means a guaranteed 
amount of paid-up life insurance 
and a guaranteed amount tucked 
away to help you with your retire- 
ment problem. You can’t lose! Do 
you think $23 a month is too 
much for you to save out of your 


income?” 

(Fourth close) “You say you 
can’t afford this. I think it depends 
on the way you look at it, John. In 
your working lifetime, of which 35 
years are left, if you never earn 
more than $4,200 a year, you will 
have earned a total of $147,000. 
When do you get your cut? You 
and I are both going to earn more 
than this if we live, but it’s not too 
important how much we earn; the 
important thing is how much we 
have left when our earning power 
is gone. With a plan like this, all 
that you are doing is making sure 
that you pay yourself part of what 
you earn before you spend the rest 
to the butcher, baker and candle- 
stick maker. Frankly, they don’t 
care whether you have anything 


St. Louis 


AGENTS AND MANAGERS 


left after you pay them or not. If 
you don’t look out for yourself no 
one else is going to. 

John, would you like to make 
your first deposit in cash or by 
check?” 


Emotions Play Part 


(Fifth close) “John, whether or 
not this is important to you I think 
depends on how you look at it. I 
know you remember the date Feb- 
ruary 28th, 1954—this was the day 
Susan was born. The chain of 
events that transpired that day may 
have gone something like this. 

“You rushed your wife to the 
hospital and into the labor room. 
You held her hand to try to ease 
the fears that rose up inside her. 
You saw the sweat running down 


her face, pains were coming close 
together and it was hard for her 
not to cry out. Now the nurse es- 
corted you to the door and told 
you things were progressing nor- 
mally. You sat down on a bench 
in the hall and worried as to the 
outcome. You prayed that every- 
thing might be all right. Then the 
nurses wheeled your wife down the 
hall and in through the swinging 
doors of the delivery-room, she 
looked so white, and the doctor 
wasn’t even here. Where was he? 
Didn’t he know your wife needed 
his help desperately? Then the 
steps sounded on the stairs, the 
doctor was hurrying. He entered 
a closet and came out in a white 
(CONTINUED ON PAGE 22) 





ROBERT E. DAVIS 
AND ASSOCIATES 


General Agents 


EQUITABLE LIFE INS. CO. OF IOWA 
3912 Lindell Blvd. 


St. Louis 8, Mo. 
OLive 2-6220 








WILLIAM T. KIEFFER, C.L.U. 


















































General Agent 
STATE MUTUAL LIFE ASSURANCE CO. 
city | the members and MAin 1.0091 1th Floor 
418 Olive Street St. Louis 2, Missouri 
NAL | ASSOCIATION of LIFE 
this | 66th annual 
HOWARD D. BASLER W. EARL MANNING, C.L.U. 
Minage Manager, St. Louis Branch 
THE MUTUAL LIFE INSURANCE CO. NEW YORK LIFE 
EE INSURANCE COMPANY 
812 Olive Street St. Louis 1, Mo. 818 Olive Street St. Louis 1, Missouri 
Telephone CHestnut 1-6705 GA 1-3870 
Telephone: MAin 1-2673 
DONALD D. KELLY, C.L.U. JOSEPH T. PETERSON, C.L.U. WILLIAM E. RENCH, C.L.U. 
721 Olive Street, St. Louis, Mo. Manager General Agent 
. s i, The Guardian Life Insurance Co. NATIONAL LIFE 
) gee a fe E. i INSURANCE COMPANY 
ears in St. Lous B °s Bank Buildi 
Mo. | re InsRaneE Compute 1407 Ambassador Bldg. St. Louis Se. Leute 2, Missouri r 
ea | 
0 Branch Manager THE UNION CENTRAL LIFE 6th Floor Pierce Bldg. CHestnut 1-8620 
. OCCIDENTAL LIFE INSURANCE INSURANCE COMPANY 
Mo. COMPANY OF CALIFORNIA CINCINNATI on , 
1030 Boatmen’s Bank Building 601-606 Chemical Bldg. St. Lous, Missouri 
St. Louis 2, Missouri a, ae eet 
a CHestnut 1-8843 Telephone CHestnut 1.4535 Estate Analysis — Group — Business Ins. 
Ropsnt Kk OeA, —_ LEO COFFMAN J. D. SOPER, C.L.U. 
AND A S sO CIA DAVID A. TRUMAN Branch Manager 
on [ATES Consraltgunts SUN LIFE ASSURANCE COMPANY 
| omplete oe Services COLUMBIAN NATIONAL LIFE INS. CO. OF CANADA 
85 Life, Annuities and Group Coverages THE COFFMAN-TRUMAN AGENCY, INC. Fomine liom 
The Great-West Life 1425 Syndicate Trust Bldg. 6611 Clayton Road Phone St. Louis 2, Mo. 
40 Assurance Co. St. Louis St. Louis 17, Missouri PArkview 5-6000 Phone: Garfield 1-1500 
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CEntral 6-3930 
Life, Sickness and Accident and Group 








Your Brokerage and Surplus Business Solicited 
All Forms of Ordinary Group and Pension and 
Profit-Sharing Plans 
Non-Cancellable Accident and Health 


JOSHUA B. GLASSER ASSOCIATES 


General Agents 
CONTINENTAL ASSURANCE COMPANY 
Illinois Leading Life Insurance Company 
39 South LaSalle Street 
Chicago 3, Illinois CEntral 6-1296 








THE HUNKEN 
AGENCY 


THE CONNECTICUT MUTUAL LIFE 


Telephone CEntral 6-5700 
One North LaSalle Street, Chicago 


























THE SWANSON AGENCY 


General Agents 


NEW ENGLAND MUTUAL 
LIFE INSURANCE CO. 


H. G. Swanson 
3300 Board of Trade Bldg. 
HA 7-8090 


Bob Swanson 


Chicago 4 


DON K. ALFORD & ASSOCIATES 
Brokerage Exclusively 


THE PRUDENTIAL INSURANCE co. 


OF AMERICA 
A. P. Lasker, Associate Manager 
J. J. Crotty J. J. Singer 


G. L. Schomburg J. J. Wunder 
Brokerage Managers 
Board of Trade Bldg. 
WaAbash 2-5311 


Suite 870 


For Service -— Information — Field Assistance 


THE EARL C. JORDAN AGENCY 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


One N. LaSalle Bldg. RA 6-0060 
Earl C. Jordan, General Agent 
Carl F. Tagge, Ass’t. Gen. Agt. 


Suite 1616 











FREEMAN J. WOOD 


General Agent 
LINCOLN NATIONAL LIFE INS. CO. 


208 S. LaSalle St. Tel. CEntral 6-1393 
An Agency Well Equipped To 
Handle Brokerage Business 


Estate Planning and Business 
Jasurance Service to Brokers 
We specialize in the “hard to handle” cases 


HERBERT GEIST 


General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
175 W. Jackson Blvd. HArrison 7-1266 


Wm. G. Loventhal & Associates 


THE PRUDENTIAL INSURANCE CO. 
OF AMERICA 
WM. G. LOVENTHAL, C.L.U. 
ROBERT M. MACCALLUM, C.L.U. 


Board of Trade Bldg. 
HArrison 7-7225 


Suite 240 











NOTHHELFER-LECK AGENCY 


General Agents 
STATE MUTUAL LIFE INSURANCE CO. 


John B. Nothhelfer Walter C. Leck 
309 W. Jackson Blvd. Chicago 6, Ill. 
HArrison 7-4110 


FRANK G. LOTITO 


General Agent 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


105 S. LaSalle St. 
CEntral 6-5631 


Suite 710 


CHARLES E. BUTLER 


General Agent 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


Tel. HArrison 7-3255 


1084 Board of Trade Bldg. Chicago 








Wholesale Group 
Accident and Sickness Hospitalization 
Group Pensions Pension Trust 


FRED S. JAMES & CO. 


Life - Substandard 


New York Since 1858 San Francisco 
Pittsburgh INSURANCE Minneapolis 
Buffalo One N. LaSalle Street Portiand 

Los Angeles Chicago 2, Illinois Seattle 


Telephone—FInancial 6-3000 


RAPPAPORT AGENCY 


General Agents 
PACIFIC MUTUAL LIFE 


Earle S. Rappaport, C.L.U. 
Eugene Rappaport, C.L.U. 
141 W. Jackson Blvd. HaArrison 17-7244 
Chicago 


R. S. EDWARDS & CO. 


General Agents 


Rockwood S. Edwards 
A. D. Stein 


ABTNA LIFE INSURANCE COMPANY 


120 S. LaSalle St. Chicago, Illinois 
Telephone ANdover 3-1920 











YOUNGBERG-CARLSON CO. 


General Agents 


CONTINENTAL ASSURANCE CO. 


Non-Canceliable Accident and Health 
SAM LELAND, MGR. 


201 S. LeSalle St., Chicago 4 CEntral 6-4477 
621 S. Spring St. Los Angeles 14 TRinity 6681 
“Unexcelled Service in all Lines of Insurance” 








PAUL W. COOK, C.L.U. 


General Agent 
Lorraine Sinton, C.L.U. 
Sales Production Manager 
THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


One North LaSalle St. RAndolph 63444 
Chicago 2 








One Stop Service for your Surplus and 
Substandard Business ‘ 
If we can’t issue it—we tell you who will 


JOHN W. LAWRENCE, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL LIFE 


INSURANCE COMPANY 
135 S. LaSalle St. ANdover 3-1820 
Chicago, Illinois 
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_ LIFE OFFICES 


66th ANNUAL 
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GEORGE C. BEHRNS 


Robert J. Murphy & Associates 


Assistant Managers 








‘ 7 
dant mnecche 
So 
MUTUALS LIFR INSURANCE COMPANT 


FERREL M. BEAN 


General Agent 
39 South LaSalle Street 


Telephone RAndolph 6-9336 
Chicago, Ill. 








PHOENIX MUTUAL LIFE INSURANCE CO. 
LA SALLE AGENCY 


Robert K. Schott, C.L.U., Mgr. 
Frederick B. Cooper II, C.L.U., Brokerage Supv. 
Telephone RAndolph 6-1194 


208 S. LaSalle St. 
Chicago 4, Illinois 


Suite 1160 








CHICAGO BRANCH OFFICE 
CONTINENTAL ASSURANCE CO. 


J. GORDON MICHAELS, MGR. 


Henry T. Pigon Jerry Kirchberg 
Cele Lammers Bob Rohde 
Associates 
175 W. Jackson Blvd. WaAbash 2-3410 
Chicago 








THE A. D. CROW AGENCY 














NCY General Agent J.T. Ritchie, C.L.U. Lee Zoeller 
E NEW ENGLAND MUTUAL LIFE M. J. Bowens : Harry Cooper THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY E. M. Horwich Agency Assistants M. J. Weil INSURANCE COMPANY 
Oldest New England Mutual THE PRUDENTIAL INSURANCE 
5-0060 Life Agency in Chicago COMPANY OF AMERICA CEntral 6-8013 
105 W. Adams St. Chicago Suite A-1820 Insurance Exch. Bldg. Suite 821 208 S. LaSalle St. 
a CEntral 6-1300 Telephone HArrison 7-2500 Chicago 
es ; EW THE UNION CENTRAL LIFE 
50. L IS AGENCY INSURANCE COMPANY THE LIFE INSURANCE COMPANY 
STATE MUTUAL LIFE ASSURANCE CO. Elmer J. Grandson \s Mor. OF VIRGINIA 
CLAUDE E. LEWIS, MGR. PENSION AND GROUP DEPARTMENT J.J. MILLER, Mer. D.A. MEDARIS, Assoc. Mer. 
Bld One N. LaSalle St. DEarborn 2-1404 George H. Schuerman, Mer. Suite 776 208 S. LaSalle St. 
8 208 S. LaSalle Street STate 2-8600 


cago 


nois 


J. 








Chicago, IIl. 


Chicago 


ANdover 3-6876 








FREDERICK I. SMITH 


General Agents 
“Brokerage Exclusively” 


THE MANHATTAN LIFE INSURANCE 
COMPANY OF NEW YORK 


CEntral 6-8648 


W. J. DOWD 


General Agents 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


111 W. Washington St. Chicago 


FRANKLIN LIFE 

Chicago Division 

Profitable Agency 
Opportunity Available 


Regional Office 
120 S. LaSalle St. 


F. J. BUDINGER 


Chicago 








120 S. LaSalle Street Chicago RAndolph 6-6588 REGIONAL SALES DIRECTOR 
The STUMES & LOEB THE HENRY W. PERSONS 
JOHN T. McDONOUGH AGENCY Generel Agents AGENCY 
THE PENN MUTUAL LIFE INSURANCE CO. 
MASSACHUSETTS MUTUAL OF NEW YORK 


INDEMNITY INSURANCE COMPANY 


One N. LaSalle St. Phone FRanklin 2-7822 
Non-Cancellable Disability Income Insurance 


Suite 1525 
One LaSalle Street Building Chicago, IIl. 
Telephone RAndolph 6-0560 


An Agency Especially Equipped to Educate and 
Develop Steady Producers 


Telephone CEntral 6-7400 
Suite 605 38 S. Dearborn St. 


Chicago 











MOORE, CASE, LYMAN & 
HUBBARD 


General Agents 
(hn Hancock, 


wurvstf/iree insuaance Company 


C. T. Rothermel, Jr., C.L.U. 
Joe Moody - Gene O'Reilly 


175 W. Jackson Blvd. Chicago 








HAMILTON FERGUSON 


General Agent 


OCCIDENTAL LIFE 
INSURANCE COMPANY 


“Brokerage Exclusively”— 
Since 1943 
135 S. LaSalle St. 
ANdover 3-1883 


Suite 2049 


W. A. ALEXANDER & COMPANY 
General Agents of 
THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
Wade Fetzer, Jr., C.L.U. John H. Sherman 


135 South LaSalle St. FRanklin 2-7300 
Chicago 
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Gladden Talks on Close 


for Income Package 
(CONTINUED FROM PAGE 19) 

apron and cap and headed for the 
doors of the delivery room, he gave 
you a reassuring glance that every- 
thing would be all right—but you 
felt like telling him to run! 

“Then you waited and waited 
and waited! You strained to hear 
something to tell you that it was 
over, but all was silent. 

“A sharp spank broke the silence 
and a healthy cry blurted out and 
oh how relieved you felt, the baby 


was alive. But what about your 
wife? 

“Then the door opened and the 
nurse said you could come in for 
a moment, your wife was crying 
but now she was smiling too and 
you hugged her and kissed her to 
the sound of a crying baby being 
washed. Now you thank God for 
being so wonderful and watching 
over them. You have never been 
so thankful! John, don’t you really 
think this idea we discussed here 
this evening is the best way to ex- 
press your thankfulness to your 


2nd Day 
F.H. Manning Tells of Street Agent's 
Religion and the Rewards It Brings 
By F. HOWARD MANNING he has never yet steered me 


When I came into this business, 
I told my general agent, my wife 
and my friends that I believed in 
life insurance and that was the rea- 
son I chose it as a career. Voicing 
such beliefs in this work immedi- 
ately put pressures on me. If I had 
a belief in life insurance, I knew 
that I must live the part—other- 
wise I would be a hypocrite. 


wife and daughter?” My general agent told me (and 
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When you attend the 
NALU Convention... 








DO PAY US 
A VISIT! 


The impressive new Home Office plant of the friendly 
Franklin Life is in Springfield, just two hours north of 
St. Louis. 


Should you come through our city we would be happy 
to take you on a conducted tour of our beautiful, effi- 
cient, air-conditioned new building. Frankly we are 
proud of it. 


Springfield is full of Lincoln shrines, too, which you 
would enjoy seeing. Here stands his home, and here he 
lies buried. 


To all of you—our latchstring is out! 












Lhe Friendly 
FFIBANTKILIIN ILIF 


I) INSURANCE 

4 COMPANY 

CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 


Over One Billion Nine Hundred Million Dollars of Insurance in Force 


wrong) that if I would write plen. 
ty of lives, volume and premium 
would take care of themselves. As 


a new agent I set 100 lives as my | 
quota, and in my first year in the | 
business I paid for 109 lives; the | 


second year 104, and, yes, volume 
and premium did take care of 


themselves. In the next six years | 
I have averaged 86 lives and by | 





prospecting up and programming, | 
volume and premium still take care | 


of themselves. 


But now I set a different quota, | 


I now set up a budget and attempt 
to make what I budget rather than 
budget what I make. And believe 
me, there is a difference! To do 
this I must know my average-size 
policy, average premium and con- 
mission, so that to make what | 


budget requires so many sales, | 


This I religiously set down on pa- 
per and make an earnest effort to 
accomplish. 

Then too, I now have the pres. 
sure of my one-a-week as a mini- 
mum. Not only does it keep me in 
the habit of closing business; keep 
my mental attitude right, but it 
also makes my wife happy. Lately 
some of the one-a-week awards are 
items which enhance the beauty of 


our buffet, and frankly, if I ever | 


oo 





came home and told Mama that! | 


am out of the one-a-week club, I 
shudder to think of what would 
happen to the father of our five 
children. Also, my general agent 
(and I’m sure yours does, too) gets 
out a weekly bulletin, and it’s 


mighty disgusting to see my name | 
low on that list. You see, my G.A. | 


sends a copy of that bulletin to | 


my home every week. 
CLU Program Opens Doors 


You talk about pressure? If my 
religion for this business alone 
won't give it to me, my G.A. in his 
subtle little way will certainly do 
the trick. 

I long ago decided to be a gen- 
eral practitioner, and that the CLU 
program offered for me a chance 
to be a good one. I thoroughly 
recommend that program of study. 
It need not make one a know-it- 
all, but it will prepare you for the 
more lucrative fields of business 
insurance and estate planning. It 
has made me realize that section 
303 is not a piece of ground out in 
the county. It has made me rea- 
lize that a testamentary trust has 
nothing to do with the Bible—and 
it has made me realize that a re- 
versionary interest is in no way 
related to that small percentage 
they pay me on the few dollars I 
have in my savings account. I be- 
live CLU has opened a few doors 
for me and will do so for you. 

To write from 80 to 100 lives 
each year naturally we must have 
prospects, and if we will but ana- 
lyze our market I’m sure we can 


agree there are more prospects 
than we can possibly see. It may 
come as a shock to you, but we 
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have not flooded the country with 
our product. The entire public in 
our great country is insured up to 
only about one year’s income. _ 

I have six or eight good policy- 
holders whom I consider good cen- 
ters of influence. I kid with them 








=a 


Talking on “A Street Agent’s 
Religion—Its Rewards,” F. How- 
ard Manning, agent in Kansas 
City, Kan., for Equitable of Iowa, 
said in a panel discussion at the 
NALU Friday session that life 
insurance and the religion he has 
gained from it have made him a 
better citizen in the community 
and helped him establish and main- 
tain a happier and more wholesome 
mental attitude toward the prob- 
lems of everyday living. His “life 
insurance religion,’ he said, in- 
cludes the belief that with the help 
of God granting him good health, 
he can pretty much name his own 
ticket and his financial rewards 
will closely correlate with the 
amount of effort he is willing to 
expend. 








and tell them they are on my 
team. Periodically I needle them 
with a statement, “Bill, you 
haven’t given me a good prospect 
for a long time.” I ask them, “Who 
is the best salesman that calls on 
you?” “Who do you know that’s 
really going places?” You would 
be surprised at how it pays off. 
Frankly, I really feel that I have 
more prospects than I can call on. 

I find that men buy ideas. Late 
last year I asked a sole proprietor: 
“would you be interested in a plan 
that would guarantee your family 
a good and ready market for your 
business, in the event of your 
death—and at the same time tie 
your key men closer to you while 
you are alive?” The result: each 
of his key men bought $10,000 of 
ordinary life on his life last Janu- 
ary, $1,400 annual premium. We 
are all happy about it. 


Another idea—one I picked up 
from George Maltby, the great guy 
who first coached me in this busi- 
ness—is to ask a man if he has a 
grocery bill policy. I guarantee 
you, they will question you about 
that one. 

Good sound ideas are the stuff 

that makes success in our business. 
They are the difference between 
Just getting along and getting 
ahead; between making out and 
making money. 
_ Tuse almost exclusively the two- 
Interview system. Seldom do I 
make the initial contact on a man 
by telephone, unless it is a good 
third-party referred lead. As to an 
interview, I insist on it under fa- 
vorable circumstances. And what 
are they? Well, they are many. Of 
course there is none better than 
the one at home where we have a 
little meeting with Mr. and Mrs. 
Prospect, with yours truly as 
chairman. I do use visual sales 
aids, for I am convinced that the 
tight pictures are worth 10,000 
words. Here are a couple you can 
buy for 10 cents each. 


Of course, an interview in a 
man’s Office is also ideal if that old 
phone doesn’t ring too often. I al- 
most insist on sitting next to him, 
on his side of the desk. I do not 
want to sit facing him as an ad- 
versary might, and I very truth- 
fully and candidly tell him in so 
many words that I belong on his 
side of the desk, surveying his 
problems on the other side; that 
my job is to help him solve those 
problems. 









In seeking the favorable inter- 
view I very frankly ask, “will the 
decks be cleared at the office so 
we can get into this thing?” or, 
“what time will you have the chil- 
dren in bed so you, Mary and I 
can go over this?” 


Use Programming Manual 


In working on a programming 
case, I use a programming manual 
which my good company has de- 
veloped. We all have them, or at 


and history 1s made 


least good programming material. 
When doing single-needs or mul- 
tiple-needs selling, I come prepared 
with a long, legal sized, yellow 
lined sheet—the kind lawyers use 
—and on this sheet I have several 
questions which give me a track 
to run on. I let him read them with 
me and they build up his problem. 
I know it is hard, but I try to hold 
back as long as I can that beauti- 
ful set of figures that I worked up; 
(CONTINUED ON PAGE 28) 





by Continental American 


During 1954, Continental American established 
an unprecedented record of achievement: 


@ average sale 


@ average policy in force 12/31/54 
@ 95% of all new insurance policies 


TRO RT CE eS $11,023 


6,500 
5,000 


or over 


re 
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This outstanding record is the direct result of Continental 
American’s unique, forward-looking program of 
exercising the utmost care in the selection of new field 
representatives and of consistently training its entire field 


force in modern selling techniques. 
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SUB-STANDARD and SUP 


Earl H. Weltz & Company is a separate Organi- 
zation — operating independently of all Life 


Insurance Companies—applying the "Lloyd's 
of London" idea to the Life Insurance Business. | 





We are not in the employ of any Company 
but represent many companies as general 
agents. Because of the broad scope of 
coverage, provided by these Companies col- | 
lectively, we are equipped as a Life Insurance 
Clearing House, to furnish to every man in 


the Life Insurance Business no matter where 








located— 


A UNIVERSAL SERVICE 


First Year and Renewal Commissions are paid and guarantee to you 
? 


EARL H. WELT! 


LINCOLN LIBERTY BUILDING 


| 
Telephones Rilenhous 
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7 SPLUS LIFE INSURANCE 


Our specialty is Extra Risk or Sub-Standard 
Life Insurance. For large cases, either standard 
or sub-standard, we can supply the surplus 
amount required beyond your own Company's 
retention. We are not in competition with your 
own Company but we would like to work with 


you on risks which they do not accept — or 








on surplus. 





Each Company we represent has been carefully 
analyzed and selected on the basis of character 
and proved ability of management, financial 
strength, high earning power and sound under- 


writing. 


carantedl to you by the Company issuing the Policy Contract 
? 


TL & COMPANY 


BA PHILADELPHIA, PA. 


| 
net Rilenhouse 6-7141 
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CHARLES L. J. FEE, GENERAL AGENCY 


Charles L. J. Fee, General Agent 
Cliff Dancer, Brokerage Manager 
Verne Smith, Supervisor 


WUTUALS LIFE INSURANCE COMPANT 


Boston, Massachusetts 
DUnkirk 2-8251 


600 S. New Hampshire Los Angeles 5 








WALTER S. PAYNE AGENCY 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Western Home Office: Los Angeles, Calif. 
Division Managers Brokerage Managers 
Hal Rudolph Carl Kotter 
Ray Minner Robert Morris 


TUcker 6251 
210 West 7th Street Los Angeles 14 
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THE A. C. KRAUEL AGENCY 
A. C. Krauel, General Agent 
PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
TRinity 9501 


523 WEST 6th ST. LOS ANGELES 14 


HENRY E. BELDEN, C.L.U. 


Manager 
Southern California-Arizona Branch 


THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


MUtual 2137 


530 West Sixth St. Los Angeles 14 











T. R. (BOB) MACAULAY 
General Agent 
STATE MUTUAL LIFE ASSURANCE 
COMPANY 
Telephone TRinity 6439 
530 W. 6th St. LOS ANGELES 14 
“Specializing in Service to Brokers” 


N. J. NELSON 
General Agent 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


YOrk 1144 


6336 Wilshire Blvd. Los Angeles 48 


WALTER STOESSEL, C.L.U. & ASSOCIATES 


James Stoessel., C.L.U, Associate General Agent 
John Roberts, Brokerage Manager 
Ralph L. Chambers, Office Manager 


NATIONAL LIFE OF VERMONT 


MAdison 9-1461 
National Oil Bldg. 


609 S. Grand Ave. Los Angeles 17 








CONTINENTAL ASSURANCE COMPANY 
WILSHIRE INSURANCE AGENCY 
BERNARD E. KAMMERER, MGR. 


1137 Wilshire Blvd. 
MAdison 6-8271 


Los Angeles 17 


GEO. N. QUIGLEY, JR., C.L.U. 
Branch Manager 
MANUFACTURERS LIFE INS. CO. 
Ed. Linsenbard, Brokerage Mgr. 


DUnkirk 5-3241 


3535 West 6th St. Los Angeles 5 


LLOYD W. HUMMEL 
General Agent 
BANKERS LIFE INSURANCE 
COMPANY OF NEBRASKA 


MAdison 6-4433 


609 South Grand Ave. Los Angeles 17 

















RAY J. HAVERT, C.L.U. 


General Agent 


worl 4178 insuRANce ComPAnNE 


GERALD F. FIRESTONE, Brokerage Supervisor 
DUnkirk 1-3257 


2999 West 6th St. Los Angeles 5 


ARTHUR R. KRAUSSE & CO., INC. 


Lloyd’s London Correspondents 
UNITED STATES AND CANADA 


Accident and Health exclusively 


649 South Olive Los Angeles 14 
TUcker 1153 


GEORGE A. LANDIS 
State Manager 
THE FRANKLIN LIFE INSURANCE 
COMPANY 
Springfield, Illinois 
TRinity 6881 


530 West 6th Street Los Angeles 14 














GERALD W. PAGE, C.L.U. 
General Agent 
PROVIDENT MUTUAL LIFE 
INSURANCE COMPANY 


Telephone: TRinity 3151 
530 West 6th Street Los Angeles 14 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


JOHN R. MAGE, C.L.U. 
General Agent 


TRinity 3821 


609 South Grand Ave. Los Angeles 17 


HOWARD E. NEVONEN, C.L.U. 
General Agent 
WASHINGTON NATIONAL 
INSURANCE CO. 

DUnkirk 5-3311 


3580 Wilshire Blvd. Los Angeles 5 











JACK WHITE AGENCY 
Jack White, C.L.U., Manager 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


5657 Wilshire Blvd. Los Angeles 36 
WEbster 3-8211 








HAMMOND & CRAIG 


General Agents 


AETNA LIFE INSURANCE COMPANY 


O’Brien Sawyers, Jos. F. Bradley, Robert H. DeBusk 
Assistant General Agents 
Holeman Grigsby E. H. Goodrich 
Manager Group Dept. Cashier 





810 S. Spring St. TR 1771 Los Angeles 14 











THE YATES-WOODS AGENCY 
John W. Yates and Robert L. Woods, Gen, Agents 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE CO. 


DUnkirk 1.3181 


2601 Wilshire Blvd. Los Angeles 
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Life Offices Send Best Wishes 
66th Annual Convention 
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LEISURE, WERDEN & TERRY 
AGENCY 
Brokerage Exclusively 


OCCIDENTAL LIFE INSURANCE 
COMPANY , 
MAdison 6-4161 
Suite 323, General Petroleum Bldg., Los Angeles 17 








THE HAYS AGENCY 
Rolla R. Hays, Jr., C.L.U., General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Charles C. Nalle, Asst. Gen. Agt., Pension Planning 
D. Kenneth Elliott, Manager, Agents Training 
Suite 512, Statler Center 900 Wilshire Blvd. 
Los Angeles 17 MAdison 6-5881 








THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


Mark S. Trueblood, Manager 
John G. Edmundson, Associate Manager 
George Alvord, Group Insurance Manager 
DUnkirk 5-2811 


3462 Wilshire Blvd. Los Angeles 5 


THE M. E. THOMPSON AGENCY 


M. E. Thompson, General Agent 
C. Mercer Barnes, Asst. Gen. Agt. 
Harold F. Green, C.L.U., Agency Supervisor 


PACIFIC MUTUAL LIFE INSURANCE 
COMPANY 


DUnkirk 8-6151 


612 South Shatto Place Los Angeles 5 








STANLEY J. NEUMAN 
General Agent 
CONTINENTAL ASSURANCE 
COMPANY 
TRinity 6356 


Agency and Brokerage Service for 
Life and Non-Cancellable Disability 


510 West Sixth St. Los Angeles 14 


NEIL BURTON, Mgr. - J. A. BARRY, Mgr. 


933 Subway Terminal 3838 W. Santa Barbara 


Los Angeles 13 Los Angeles 8 
MA 9-167] AX 2-0775 


CANADA LIFE ASSURANCE CO. 


Prompt Brokerage Service 


FRANK J. CASH 


Regional Supt. of Agents 
PROVIDENT LIFE INSURANCE CO. 
SHERMAN CLARK 
General Agent 


230 S. Robertson Blvd. Beverly Hills 








KEN CAMPBELL 
General Agent 
THE COLUMBIA NATIONAL LIFE 
INSURANCE COMPANY 
Life - Accident & Health - Hospitalization - Group 
WEbster 9-1139 
6030 Wilshire Blvd. Los Angeles 36 
Complete Brokerage Service 


LIFETIME INCOME DIVISION 


(Joseph Brothers and Hirschorn) 


UNITED INSURANCE CO. 
OF AMERICA 


George E. Orling, Manager 
TRinity 9138 


117 West 9th St. Los Angeles 15 


DOUGLAS D. EVE 


Manager 


MUTUAL OF New York 


THE MUTUAL LIFE INSURANCE 
COMPANY OF NEW YORK 
Life, Accident, Sickness & Group 


TRinity 0445 
530 W. Sixth St. Los Angeles 








J. C. SCHAEFER, C.L.U. 


Manager 
SAYRE, TOSO & SCHAEFER, INC. 
California General Agents 
GREAT-WEST LIFE ASSURANCE 
COMPANY 


DUnkirk 5-3391 


3665 West 6th St. Los Angeles 5 


_ MILTON L. ROSE 


General Agent 


WORCESTER - MASSACHUSEITS 
Non-Can Sickness & Accident 
Family and Individual Hospital Plans 
All forms of Life Insurance 
3570 W. Sixth St. DUnkirk 8-9501 Los Angeles 5 


ALBERT L. JASON 
Manager 
THE PRUDENTIAL INSURANCE 


COMPANY OF AMERICA 
DIVISION MANAGERS 


Ernest T. Plummer, Norman Bluebond, Fred Devine 


DUnkirk 5-2481 


611 South Oxford Ave. Los Angeles 5 














THE MANHATTAN LIFE INSURANCE CO. 


Outstanding Group Life and 
Substandard Underwriting 


RICHARD M. GROSTEN AGENCY 


MIchigan 8228 


215 West 5th St. Los Angeles 13 


Union Mutual Life Insurance Co. 
SWETT & CRAWFORD, Pacific Coast Mgrs. 


CYRUS G. SHEPARD, Manager 
Life, Accident & Sickness Department 
SAM P. BRIMIGION 
Manager of Agencies W estern Division 
JOHN D. CURTIN 
Manager of Group Western Division 
ROBERT L. ROBERTS, Group Field Supervisor 
3450 Wilshire Blvd. DUnkirk 1-321] 


ARTHUR E. KRAUS, C.L.U. 
General Agent 
PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


DUnkirk 1-3851 


3900 West 3rd St. Los Angeles 5 








T. G. Murrell W. L. Murrell 
MURRELL BROTHERS 


General Agent 
MUTUAL BENEFIT LIFE INS. CO. 


DUnkirk 8-2121 


600 South Harvard Los Angeles 5 











BRUCE R. GILBERT 


and. Associates 
Bruce R. Gilbert, General Agent 
PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


GRanite 9-3709 BRadshaw 2-1250 
1072 Gayley Ave. Los Angeles 24 








THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
EDWARD B. BATES 


General Agent 


WEbster 8-2611 


4270 Wilshire Blvd. Los Angeles 5 
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He's always 


in training 


He is not a doctor, a lawyer, an accountant, nor a clergyman. 
Yet his work has something in common with all of these 
professions, and is often synchronized with theirs. He 

is a lifelong student of many complex subjects. They 
change and grow in scope from year to year, 

so that his studies never end. 

He continuously applies himself to the studies outlined 

in the training courses offered by his company and 

his industry—so that he may always serve his clients 

to their best advantage. 

He is a man of high character and warm friendliness. 
Necessarily so, because he is the trusted advisor of many 
families—the custodian of many secrets. And to win 
and deserve this trust, his personality must invite and 

hold close friendships. He is a man who is honor bound 

to put his clients’ long-range gains above any instant 

profits for himself—bound by his own standards, 

and by the high standards of his company and his industry. 
He is a life insurance salesman. In his hands are the security 
and the future welfare of his clients—and the good 

name of the company he represents. We are proud of his 
record of faithfulness and achievement. As a result of 

his efforts 80% of all U.S. families now own life insurance. 
(Agency openings available in Mid-West territory. Inquiries 
invited ) 


ie 4 Farmers & Bankers Life 


INSURANCE COMPANY ° HOME OFFICE, WICHITA 








Independence Can Help You ... 


Independence Insurance Company 
offers complete facilities in both Group and Ordinary 


GROUP ORDINARY 
DEPARTMENT DEPARTMENT 
LIFE Participating and Non-Participating 


TERM—Low, competitive rates. 
JUVENILE—Unusual ‘“‘Tripler'’  in- 


ACCIDENTAL DEATH ‘ 
sured savings. 


SAVER PLAN 
ACCIDENT AND HEALTH SPECIAL MORTGAGE SECURITY 
Hospital, Surgical and Medical PLAN 
Pe re REGULAR LIFE AND ENDOWMENT 
Income Replacement U.C.D. PLANS 


“fever Insurance Company 


727 WEST 7TH STREET LOS ANGELES 17, CALIF. 





TRinity 3841 








Manning Tells Reward 
of Street Agent's Religion 


(CONTINUED FROM PAGE 23) 

that wonderful contract which 
does so much. Sometimes I won- 
der how the company can do it. 
But unless I can pin on him the 
problem and get at least a half- 
way admission that it is his, then 
I am spinning my wheels to show 
him how to figure one. 

To close my cases, or as I prefer 
to put it, to help my prospect buy, 
I so very often use the fatal alter- 
native method—not whether, but 
“Bill, which shall it be, plan No. 1 
or plan No. 2.” Many times I use 
the happy medium method—shall 
it be the high premium, the low 
premium, or the in-between com- 
bination plan with conversion 
privileges, etc. And to get the 
money, my pet is “hadn’t we bet- 
ter bind the company on this.” 

For the most part I prepare my 
proposals in longhand, unless it is 
a business case. Perhaps this 
sounds like considerable detail to 
you—and I'll grant you it is a lot 
of work, but if you can furnish me 
with an employer who will pay me 
$1,000 plus, per month, without my 
putting forth considerable work, 
effort and time, please send him 
around—I’m available. 

Naturally, men do not buy just 
because it is the logical thing to 
do. They must be motivated. Often 
I tell them one of my business 
men’s stories—the one about the 
middle-aged Pontiac dealer in my 
home town, who one day said to 
me: “You know, if it hadn’t been 
for life insurance I doubt if I would 
be in the motor car business to- 
day. It was the loan values of my 
policies which permitted me to ac- 
quire my present business.” 

Or I might relate what a friend, 
the owner of a supermarket, told 
me: “I wouldn’t be in business to- 
day if it hadn’t been for the cash 
values of my life insurance. When 
the depression hit in the 30s, my 
eight stores dwindled to one and 
I was on the verge of losing it, but 
with these cash values (about $8,- 
000), I was able to keep life and 
limb together and finally beat my 
way back.” I go on to tell them 
that this individual has now 
brought that $8,000 of cash values 
back to a worth of a quarter mil- 
lion dollars. 


INSURANCE IN ACTION 


Or I might tell them the story 
of Mary Lou. If I ever saw life in- 
surance in action, this was it. Mary 
Lou’s husband, Ken, was a civil 
engineer for one of my good cli- 
ents who asked me to help Mary 
Lou with her insurance. Ken had 
driven his car off the highway up 
near Lawrence, Kans., and left 
Mary Lou with six children from 
high school age down to Michael, 
age 3. Ken had slightly over $14,- 
000 of insurance, $5,000 accidental 
death benefits and a mortgage pol- 
icy which gave Mary Lou a deed 
to her home. 

I was there in the living room 








the afternoon the agent came out 
and handed Mary Lou a deed to 
the home and a mortgage marked 
paid. Mary Lou shed a few tears 
of course, some I’m sure in the 
memory of Ken—but some tears 
of happiness—for this was now her 
home, thanks to a mortgage re. 
demption policy. She and the chil. 
dren could live in the same neigh. 
borhood and have the same friends, 
The policies had never been pro. 
grammed, but slowly and grady. 
ally, with the help of social secy. 
rity, we were able to work out for 
Mary Lou what became a reason- 
ably good income, lasting lon 
enough to see even little Michae| 
through high school. One of the 
small policies we put on life in- 
come, 20 years certain, so that 
even though Mary Lou may some 
day sell this home and live with 
some of the children, she will ney- 
er have to ask for the few dollars 
she will always need to buy her 
cosmetics, her nylons and little 
gifts for the grandchildren at 
Christmas and birthdays. 


Honest Effort Never Lost 


The knowledge that there are 
many Mary Lous throughout our 
great land is a mighty rewarding 
thought to you and me. And there 
are sO many, many other rewards 
which have come to me from this 
wonderful field of endeavor. The 
field of life insurance and the re- 
ligion I have gained therefrom 
have made me a better citizen in 
my community; it has helped me 
establish and maintain a much 
happier and more wholesome men- 
tal attitude toward the problems of 
every day living. 

My life insurance religion in- 
cludes the belief that with the help 
of God granting me good health, 
I can pretty much name my own 
ticket, and my financial rewards 
will closely correlate with the 
amount of effort I am willing to 
expend. 

Included in my religion is a real- 
ization that honest effort is never 
lost. 1am completely confident that 
if each day I will perform so many 
affirmative actions toward the sale 
of life insurance to a goodly num- 
ber of people, while I may not sell 
each and every one, or though | 
may not sell any of the folks whom 
I may see in one particular day, I 
know—like Babe Ruth knew—that 
each time I strike out, I am just 
that much closer to another home 
run. Honest effort will ultimately 
be rewarded. 

Yes, fellow underwriters, there 
are higher horizons for all of us. 
Ours is a wonderful undertaking; 
ours is a great product. May weall 
—each of us—attain our particular 
horizon in the field of life insur- 
ance service. 





From Continental Amer. H. O. 


Continental American Life’s 
home office is represented here b 
Agency Vice-president Max S. Bell 
and Superintendent of Agencies 
Patrick H. Yeoman. 
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The Motor City Life General 
Agents and Managers listed 
below are happy to extend 
their warmest greetings to 
the members of the NA- 
TIONAL ASSOCIATION of 
LIFE UNDERWRITERS on 
the occasion of their 66th 


annual convention at St. 


Louis. 
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GREETINGS to the N. A. L. U. MEETING from DETROIT! 



























THE MACCABEES 


Great Camp for Michigan 
L. F. Ayer, Great Commander 


402 Maccabees Building TEL: TEmple 1-3435 


8855 Woodward Ave. 


DETROIT MUTUAL INSURANCE 


COMPANY 


Home Office 


RAY E. LARIMER, President 
L. W. SCHLEH, Exec. Vice President 
JOHN E. JONES, Secretary & Agency Director 


TEL: TRinity 3-6500 











R. G. WAYLETT AGENCY 


NORTH AMERICAN LIFE 
ASSURANCE COMPANY 


29th Floor David Stott Building 
TEL: WOodward 1-6367 


CHARLES R. ECKERT 


General Agent 
Agency Headquarters ee Southeastern Michigan 


THE N ORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 
JOSEPH V. BUCK, SALES DIRECTOR 
1164 Penobscot Building Detroit 26, Michigan 
WOodward 3-8880 


F. E. McMAHON 


General Agent 
AETNA LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


9th Floor Guardian Building 
Detroit 26, Mich. 








FRANK W. HOWLAND, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 
1680 National Bank Building ©WOodward 3-3060 
Serving Detroit since 1855 


We invite your brokerage and surplus business. 
Liberal retention limits or Standard and Sub-stand- 
ard cases. 


FRASER E. POMEROY 


General Agent 
NEW ENGLAND MUTUAL 
IN DETROIT 


1853 Penobscot Building 
Telephone: WOodward 3-0300 


LLOYD J. LYNCH, INC. 


General Agents 


en Becvem. Massaenvserre 


Ground Floor, National Bank Building 
Telephone: WOodward 1-2730 Detroit 26, Mich. 








WILLIAM H. KLINGBEIL 


Manager 
THE PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 
DETROIT AGENCY 
Suite 1421 National Bank Bldg. 
Detroit 26, Mich. Tel: WOodward 3-3100 
BROKERAGE MANAGERS 
Wayne McCarthy Don Pearl 


RONALD D. BENSCOTER 
General Agent for Michigan 
PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 


18943 James Couzens Highway _ Detroit 35, Mich. 
Telephone: UNiversity 4-0320 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


CHARLES CARROLL OTTO 


General Agent 


28 W. Adams Detroit 26 


Telephone: WOodward 3-6306 








CHARLES E. STUMB 


General Agent 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Our 107th Year in Detroit 


1234 National Bank Building 
WOodward 1-0922 


Detroit 


ARTHUR P. JOHNSON 
Agency Manager 
THE GREAT WEST 
LIFE ASSURANCE COMPANY 
“THE PROGRESSIVE AGENCY IN DETROIT” 


12th Floor Guardian Building Detroit 26 


Ordinary Cases a Breeze 
... Difficult Cases a Specialty 


CONTINENTAL ASSURANCE CO. 


Detroit Branch Office 
510 Ford Building WOodward 5-5535 


HERBERT A. CARR, MANAGER 








ROBERT S. GAY 


Manager 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


Suite 900, 645 Griswold Street 
Detroit 25, Mich. 











BILL A. SCHAUER 
General Agent 
THE PENN MUTUAL LIFE 
INSURANCE COMPANY 
220 West Congress Street 


Detroit 26, Michigan 
WOodward 2-7100 








RAY H. WERTZ 


General Manager 
LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


1250 Guardian Building Tel: WO 1-9131 
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DOWNTOWN AGENCY 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


Home Office—Newark, N. J. 
EUBANK & HENDERSON, Managers 
40th Floor—40 Wall Street, New York 5 
Digby 4-0040 








LOUIS W. SECHTMAN 
General Agent 

AETNA LIFE INSURANCE COMPANY 

Lincoln Building 60 East 42nd Street 

New York 17, N. Y. 

MUrray Hill 2-0200 











THE ApseghW an AGENCY 


BERKSHIRE LIFE INSURANCE COMPANY 
921 Bergen Avenue, Jersey City 6, N. J. 
Newark Jersey City 
MArket 2-2242 JOurnal Sq. 4-1724 
New York: REctor 2-4540 








WHEELER H. KING, C.L.U. 
General Agent and Associates 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


342 Madison Ave. New York 17, N. Y. 
MUrray Hill 7-5560 
“Just a few steps from Grand Central” 
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HARRY KRUEGER, C.L.U. 
General Agent 
THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


386—4th Avenue New York City 
New Ideas — Old Ideals 


HAROLD G. PRATT 


General Agent 


MOUTUAL/ LIF INSURANCE COMPANY 


225 BROADWAY BArclay 7-1070 
NEW YORK, N. Y. 








THE SAMONS PRESS 
Agency 
THE GUARDIAN 
LIFE INSURANCE COMPANY 


1800 Empire State Building New York 1, N. Y. 
CHickering 4-4000 





SAMUEL D. ROSAN AGENCY 
INC. 


General Agent 
S. D. Rosan, C.L.U., Chairman of Board 
H. J. Rosan, C.L.U., President 
“CONTINENTAL 
ASSURANCE COMPANY 
14 Maiden Lane New York 38, N. Y. 





BEekman 3-8114 





THE SCHMIDT AGENCY 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


2°0 Madison Ave. New York 16, N. Y. 
MUrray Hill 5-7200 











DAVID A. CARR AGENCY 
INC. 
CONTINENTAL ASSURANCE 
COMPANY 


50 E. 42nd St. 


New York 17, N. Y. OXford 7-3424 








HAROLD DeMIAN 


General Agent 
10 EAST 43 ST., NEW YORK 17, N.Y 
AK AGENCY GEARED TO SERVICE YOUR FIRST LIME, 
SURPLUS AND SUB-STANDARD 


SOL JAVORS 


xen. Agent 


Liberal Underwriting 


- A real Brokerage Agency 
Be Convinced Call MV) 7-5632 


POSTAL LIFE INSURANCE CO. 
New York 


Try Us 








DAVID B. FLUEGELMAN, C.L.U. 


General Agent 


CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


6 East 45th Street, N. Y. 17, N. Y. MU 7-5035 
All Facilities for Brokers and Surplus Writers 








C. W. SABIN, Manager 


THE JOHN STREET AGENCY 


CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 


55 JOHN STREET NEW YORK 338, N. Y. 
WOrth 4-6060 











KREBS & McWILLIAMS 
General Agents 
AETNA LIFE INSURANCE COMPANY 
151 William Street, New York 38 
REctor 2-7900 





THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 
THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
225 Broadway, New York 7,N. ¥Y. BArclay 7-4500 


CHARLES N. BARTON, C.L.U., Pres 
Maurice Ziff, V. Pres. Hubert E. Davis, V. Pres. 








GEORGE B. BYRNES 
Agency 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
527—5Sth Ave. New York 17, N. Y. 
MUrray Hill 7-0800 











JAMES F. MacGRATH, JR. 
General Agent 
THE UNITED STATES LIFE 
INSURANCE COMPANY 


84 WILLIAM STREET NEW YORK 338, N. Y. 
HAnover 2-7865 








THE SULLIVAN AGENCY 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
of Philadelphia 
Arthur L. Sullivan Edward J. Emmet 
General Agent Supervisor 
107 William Street New York 38, N. Y. 
WHitehall 4-5926 
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AT ST. LOUIS 


FROM THE 


NEW YORK 
GENERAL AGENTS & MANAGERS 





BURTON J. BOOKSTAVER 
AGENCY 
SECURITY MUTUAL LIFE INS. CO. 
500—Sth Ave. 


CHickering 8-8330 
Murray Waldman, Asst. Gen. Agt. 





New York 36, N. Y. 








HOEY AND ELLISON LIFE 
AGENCY INC. 
WALTER W. CANNER, President 
EQUITABLE LIFE INSURANCE CO. 
OF IOWA 


118 William St., 38, N. Y. 
129 Church St., New Haven 


BA 7-4800 
8-4114 








MANHATTAN AGENCY 
THE PRUDENTIAL INSURANCE CO. 
OF AMERICA 
THOMAS W. MELHAM, C.L.U. 


E. B. Eichengreen C.W.Palady C.J. Weppler 
21st Floor, 161 William St., N. Y. 38, N. Y. 
COrtland 7-4363 








THE FRASER AGENCY 
of 
THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
149 Broadway, N. Y. 6 1440 Broadway N. Y. 18 
BArclay 7-9300 


M. L. CAMPS 


General Agent 


Ga ansvaance ‘.. 


Suite 1701, 110 E. 42nd St., New York 
OXford 7-2121 





THE KEANE AGENCY 
Organized Service 
MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 
MUrray Hill 2-7979 37 West 43rd St., N.Y.C. 


DONALD C. KEANE, E. LLOYD MALLON and 
ROBERT I. CURRAN, JR. 

















Telephone ELdorado 5-1700 
DAVID MARKS, JR., C.L.U. 
General Agent 
NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 





LOUIS REICHERT 
General Agent, Life Dept. 
TRAVELERS INSURANCE COMPANY 
45 John Street, New York Tel. RE 2-7282 
FRANK S. GROH, Manager 





SAM P. DAVIS 
MANAGER 
PHOENIX MUTUAL LIFE INS. CO. 
60 East 42nd St., N.Y. MUrray Hill 2-6042 


George Baronian 








1 E. 47th STREET NEW YORK Office Manager 
ROSWELL W. CORWIN, C.L.U. GE 
General Agent : ARNOLD SIE AGENCY THE MACCABEES 
UNION MUTUAL LIFE INSURANCE ; 
NEW ENGLAND MUTUAL LIFE COMPANY Metropolitan Agency 
e 


INSURANCE COMPANY 
NEW YORK 7, N. Y. 
BEekman 3-6620 


233 BROADWAY 


Arnold Siegel, Manager 
Bret Elliott, Supervisor 
WOrth 4-2733 


NEW YORK CITY 
MU 2-1630 


60 EAST 42nd St. 














A. J. JOHANNSEN 
and ASSOCIATES 
NORTHWESTERN 
MUTUAL LIFE 
INSURANCE 
COMPANY 
136 Greenwich St. 
Hempstead, N. Y. 





74 Trinity Place 
New York 


MICHAEL J. DENDA 
Resident Vice President 
UNION MUTUAL LIFE INSURANCE 
COMPANY 
521 5th AVENUE NEW YORK 17, N. Y. 
VAnderbilt 6-2355 
Life, Group, Non-Cancellable, Sickness and Accident 


JOHN M. DEMAREST 


General Agent 
MANHATTAN LIFE INSURANCE CO. 


Complete Brokerage Coverage 
BOwling Green 9-5570 


107 William St. New York 38, N. Y. 

















RUSSELL E. LARKIN 


Manager 


CONNECTICUT GENERAL LIFE 
INSURANCE CO. OF HARTFORD 


225 BROADWAY, N. Y. 7, N. Y. 
REctor 2-6630 








THE MUTUAL 
BENEFIT LIFE 
INSURANCE 
COMPANY 





General Agent 


135 Broadway, New York City REctor 2-8666 








RAYMOND F. THORNE, C.L.U. 


General Agent 


Over 100 Years of Security and Service 


BERKSHIRE LIFE INSURANCE CO. 


225 BROADWAY, N. Y. 7, N. Y. 
BArclay 7-3836 








32 NATIONAL LIFE CONVENTION DAILY, AUGUST 26, 1955 


2nd fe 








THESE SAN FRANCISCO GENERAL AGENTS AND MANAGERS 
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EXTEND BEST WISHES 
TO THE 66th ANNUAL 
N. A. L. U. MEETING... 


ee 





CHARLES E. ST. LOUIS 
MULTIPLE AGENCIES 
GENERAL AMERICAN LIFE INSURANCE CO, 
District Managers 


W. E. STEGEMAN—CHARLES B. STORCH, C.L.U. 
JOHN R. GILBERT, GROUP MGR. 





46 Kearny St. SUtter 1-0733 
neil 
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DAVID S. KAMP 
General Agent 
HARRY W. DAY, Asst. Gen. Agent 
Brokerage Service 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
EXbrook 2-0888 
333 Pine Street San Francisco 4 








THE E. A. ELLIS AGENCY 
PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 
DOuglas 2-7700 


620 California St. San Francisco 4 











CHARLES H. BIESEL, C.L.U. 


Manager 
STATE MUTUAL LIFE 
ASSURANCE COMPANY 
EXbrook 2-2921 


220 Bush St. San Francisco 4 


J. DENNY NELSON 


General Agent 
AETNA LIFE INSURANCE CO. 
Telephone YUkon 2-4040 
220 Montgomery St. — San Francisco 4 


MANUFACTURERS LIFE INSURANCE CO. 
W. D. OBERHOLTZER, Branch Mgr. 
NEIL BALL, Brokerage Mgr. 
DOuglas 2-6686 


111 Sutter St. San Francisco 











LOUIS L. HIRSCHORN — CHARLES JOSEPH 
HIRSCHORN & JOSEPH 


General Agents 
UNITED INSURANCE CO. OF ILLINOIS 
SUtter 1-1940 
275 Bush Street San Francisco 4 


JAMES W. CONLEY 
General Agent 
BANKERS LIFE — NEBRASKA 
YUkon 2-5325 


210 Post Street San Francisco 


CHARLES S. BROWNING 


Manager 
ERIC W. ASHLEY, Brokerage Supervisor 
GEORGE R. KIMBALL, Group Supervisor 
THE CANADA LIFE ASSURANCE 
COMPANY 
SUtter 1-4860 


200 Bush St. San Francisco 4 








GEORGE A. LANDIS 
State Manager 
THE FRANKLIN LIFE INSURANCE CO. 
YUkon 2-6130 


417 Montgomery St. San Francisco 


EDWARD E. KELLER, C.L.U. 


General Agent 


THE LINCOLN NATIONAL LIFE 
INSURANCE CO. 


DOuglas 2-1834 
38 Sansome St. San Francisco 4 


MARK BARICHIEVICH 


General Agent 


OCCIDENTAL LIFE INSURANCE CO. 
HARRY FREEMAN, Agency Manager 


DOuglas 2-2912 
625 Market Street — San Francisco 5 








rp. M. BROVAN—C. D. BROVAN 


General Agents 


UNITED BENEFIT LIFE 
INSURANCE CO. 


YUkon 2-4200 
One Eleven Sutter St. San Francisco 4 


BROKERAGE or SURPLUS 
GREAT-WEST LIFE 
ASSURANCE COMPANY 
Sayre, Toso & Schaefer, Inc. 

MELVIN M. MILLER, Brokerage Manager 
GArfield 1-0817 
465 California St. San Francisco 4 


B. W. WALKER 


General Manager 
NEW YORK LIFE 
INSURANCE COMPANY 
DOuglas 2-6820 
1 Montgomery St. San Francisco 4 








RAYMOND DESTON, C.L.U. 


General Agent for Northern California 


my 


DOuglas 2-7910 
351 California St. San Francisco 4 











HERBERT W. HUMBER, C.L.U. 


Associate General Agent 


MURRELL BROTHERS AGENCY 
THE MUTUAL BENEFIT LIFE INSURANCE CO. 


SUtter 1-5520 


548 Mills Tower, 220 Bush St. San Francisco 4 


F. J. VAN STRALEN, C.L.U. 


General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
Telephone GArfield 1-3866 
One Eleven Sutter St. San Francisco 4 
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TELLS INSTITUTE PROGRAM 


Agent Is PR Man 
for All of Industry, 
Holgar Johnson Says 


No matter how broad a public 
relations program the business 
may have, it 1s the life insurance 
agent himself who is the public 
relations man at the point of pub- 
lic contact, Holgar J. Johnson, 
president of Institute of Life In- 
surance, said Friday at the NALU 
convention during a symposium 
on other life insurance organiza- 
tions’ areas of common interest 
with NALU. ; 

“The institute uses a very sim- 
ple formula; a formula applicable 
not only to the operation of the 
public relations for the whole bus- 
iness, but equally applicable for 
the operations of the public rela- 
tions of an individual company, 
agency or agent,’ Mr. Johnson 
said. “The first step is to deter- 
mine who are our publics. Sec- 
ondly, what do those publics think 
of us? Third, what is it that we 
want them to think of us? And 
fourth, how do we approach these 
publics in order that they may get 
the kind of concept of us that we 
want them to have?” 

Indicating some of the many 
areas where a community of in- 
terests exists between the insti- 
tute and the NALU, Mr. Johnson 
reminded the agents: 

“Irrespective of what the insti- 
tute itself may do in the develop- 
ment of a public attitude or an en- 
vironment that makes the distribu- 
tion of life insurance more effec- 
tive, it is the things that you do, 
the things that you say, the atti- 
tude that you present to the pub- 
lic, the consciousness that you 
have of the importance of life in- 
surance in the American economy, 
that basically determines the at- 
mosphere or the environment for 
our business. 


“We are as much a part of the 
NALU’s functioning as we are of 
any other segment of the life in- 
surance business. 

“There have been many areas 
where we have been able to 
work together with NALU, both 
through your National headquar- 
ters and through your public in- 
formation committee, which has 
been a help to us in the develop- 
ment of our program. We have 
asked your committee to sit in 
With us in an appraisal of many of 
our activities that have been un- 
dertaken.” 

Of the many areas of reaching 
the public that the institute has 
developed, Mr. Johnson said the 
purchase of advertising is the most 
obvious to most agents. He said 
the new campaign which starts 
this fall is built around the slo- 
gan, “When Someone’s Counting 
On You—You Can Count On Life 
Insurance.” The theory behind this 
campaign, he said, “is to bring to 





Seek Commission on 
U. S. Employes A&H 


Without Losing Case 


As the discussion developed at 
the meeting of the NALU commit- 
tee on disability insurance, it was 
found that many in attendance felt 
that the plan to be adopted by the 
federal government on a contribu- 
tory basis for group A&H for its 
employes may follow the same pat- 
tern as the federal group life plan 
in paying no commission. 

R. L. McMillon, Business Men’s 
Assurance, Abilene, Tex., is com- 
mittee chairman. 

Some remarked that the “non- 
profit” slogan of Blue Cross would 
prove attractive in many cases. 
Others said that possibly the A&H 
writing companies might be quite 
content to see Blue Cross write 
most or all of the federal group 
case because of the heavy group 
A&H losses that the private com- 
panies have sustained. 

It was decided to have Chair- 
man McMillon contact representa- 
tives of American Life Conven- 
tion and Life Insurance Assn. of 
America to determine the company 
attitude and policy, if one has been 
established, regarding the federal 
A&H group, with particular refer- 
ence to whether the companies 
may be able to write it on a basis 
of paying an agency commission 
while at the same time keeping 
the cost down to a level competi- 
tive with Blue Cross. 





Local Press Committee Active 


In addition to the NALU staff 
publicity men, the local St. Louis 
publicity committee is taking an 
active role in helping the trade 
and daily newspaper men get their 
stories. Stanley Richman, vice- 
president of General American 
Life in charge of public relations 
and personnel, is chairman of the 
public information committee of 
the convention. The local press 
committee consists of Arthur Mil- 
ler of Union Central, Richard 
Budlong, editor of “Life Insurance 
Selling,” and Stewart Kingston, 
consulting actuary. 





the public consciousness a real 
understanding of the fact that life 
insurance can be depended upon. 
“We hope to reinforce in the public 
mind the feeling of confidence they 
have in life insurance and what it 
does for them and for their fam- 
ily. 

“Through our advertising we 
have been reaching, and are anti- 
cipating reaching in the coming 
year, an audience of approximately 
55 million people each time an ad- 
vertisement is run. And this next 
year we anticipate that there will 
be 12 pieces of such copy, all 
geared towards the idea of reach- 
ing the American public with a 
confidence-building point of view 
toward the life insurance busi- 
ness.” 





of the NationalAssociation of 
Life Underwriters, on the oc- 
casion of their Sixty-sixth An- 


os nual Convention, for their con- 


a to the members 


tinuing and effective efforts in 







advancing the standards and 
scope of life insurance sales 


and service. 





EQUITABLE LIFE 


INSURANCE COMPANY OF IOWA 











Of security... 
By security... 
And for security... 
It takes a lot of salesmanship to make every sale 
of security, even though the demand is overwhelm- 
ing! Here every contract is backed by Security 


. . - and that’s when you really begin to sell for 
security. 


(The address is Lincoln—not Gettysburg. ) 
— Ask E. A. Frerichs about a... 


“PLAN WITH SECURITY” 


THE 
SECURITY MUTUAL LIFE 


INSURANCE COMPANY 
LINCOLN, NEBRASKA 
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Women Want Larger 
Part in NALU Work 


Recommendations for women 
agents to become more active in 
National Assn. of Life Underwrit- 
ers and other life insurance organi- 
zations were made by the commit- 
tee of women underwriters, Laura 
M. Benham, Prudential, Niagara 
Falls, N. Y., chairman, in its re- 
port. The report, as it appeared in 
the advance printing of the com- 
mittee reports, follows: 

This report covers a brief sum- 
mary of the midyear report plus 
additional developments and re- 
commendations. 

1. This is the 21st year since the 
committee of women underwriters 
was established. We will highlight 
and celebrate this anniversary at 
the luncheon to be held Aug. 24, 
by the committee of women under- 
writers. All of you are cordially in- 
vited to attend and tickets are for 
sale at the registration desk. 


May Establish Scholarship 


2. In connection with the cele- 
bration of our “coming of age,” a 
suggestion was received from one 
of our committee members that the 
committee of women underwriters 
might establish an appropriate 
scholarship for attendance at Pur- 
due; either to finance the summer 
school for women, or to apply an 
equal amount of money toward the 
six weeks’ course given by the 
school of life insurance marketing. 

A method of raising the initial 
fund was also suggested. 

The suggestion was voted down, 
so that no further action was taken. 

3. It is again recommended: 
That we urge women to volunteer, 
and that local and state associa- 
tions invite women to head com- 
mittees, chairman events, and oth- 
erwise fill association offices in the 
interest of the industry. 

4. In order to help promote in- 
terest in the Purdue summer school 
for women sponsored by Women’s 
Quarter Million Dollar Round Ta- 
ble, two members of our commit- 
tee accepted the responsibility of 
assisting in any way possible, the 
educational chairman of the 


WOQOMDRT as called upon. 

5. It is recommended that the 
committee of women underwriters 
each year ask for volunteers, com- 
pile and submit a list of qualified 
women speakers to the chairman of 
the committee on the convention 
program, in advance of the midyear 
meeting, to encourage and facili- 
tate participation of women speak- 
ers on the program. 

6. It was suggested in the mid- 
year report, that this committee 
send a letter to all licensed women 
underwriters to stimulate their at- 
tendance at NALU annual meet- 
ings, and their interest in their 
local associations. Inasmuch as the 
field was well covered by the sub- 
committee on membership, there 
was no need to duplicate the ex- 
pense involved. The WQMDRT 
has also been exceedingly active in 
stimulating interest and attend- 
ance. 

It is recommended that the 1955- 
56 committee of women underwrit- 
ers use the list of licensed women 
underwriters being compiled by 
NALU through the subcommittee 
on membership as soon as available 
to make the suggested mailing. 

7. Your chairman wishes to ac- 
knowledge the close cooperation 
given this committee by the sub- 
committee on membership and the 
Women’s Quarter Million Dollar 
Round Table. They have material- 
ly assisted our work. The suggest- 
ions received, the friendliness and 
good will evidenced, helps all wom- 
en underwriters to stand up and be 
counted! 


Emphasize I NOA, | 
Committee Asks 


During the coming year more ef- 
fort should be made to emphasize 
the national quality award by sug- 
gesting that National Assn. of Life 
Underwriters training schools al- 
low the subject more time and em- 
phasis, the committee on conserva- 
tion, Jack White, Prudential, Los 
Angeles, chairman, recommended. 
It also suggested more promotion 
material be mailed to local NOQA 
chairmen and be contained in the 
president’s handbook. 





Taking in the NALU federal law and legislation committee meeting: 
from left, Herbert J. Baum, Protective Life, Birmingham; Sam B. 
Starrett Jr., Guarantee Mutual, Omaha, a trustee of NALU; Pete Free. 
man, Life & Casualty, Birmingham, Ala., association president; A, J. 
Halloran, Baltimore Life, Williamsport, Pa., and Vernon L. Phillips, 
Occidental of California, Miami. 











The committee believes there 
should be more dignity in the pres- 
entation of the award than is ex- 
hibited in many instances and it 
feels there should be a closer liai- 
son between the local NOQA chair- 
men and NALU. This would result 
in better publicity, locally and in 
company publications, for the qua- 
lifiers and their associations. 

The presentation material was 
simplified this year and it is ex- 
pected to be more streamlined next 
year to allow larger associations to 
expedite the presentation to a great 
number of qualifiers. The commit- 
tee expressed the hope that larger 
groups would work out more satis- 
factory presentation programs and 
smaller ones would use to :dvant- 
age the material supplied. It stated 
it would like to see the NOA be- 
come a ceremony instead of a rou- 
tine distribution of certificates. 

This year NALU trustees, as 
well as mayors and other local dig- 
nitaries, made NQA presentations 
at local life association meetings. 
The committee feels this type of 


program added dignity and the “ex. 
hilaration of achievement” to the 
presentation. 

A special subcommittee of the 
quality business committee was ap- 
pointed to make a complete study 
of NOA qualification rules and the 
committee feels that with this de- 
velopment, the stimulating cooper- 
ation of leaders of both NALU and 
LIAMA, and the strong evidence 
of increased interest on the part of 
the field men and their comnanies, 
the award has become one of the 
most coveted awards in the busi- 
ness. It is an encouraging indica- 
tion of the desire of the members of 
NALU to raise their standards of 
selling and service to the American 
public, the committee stated. 

It hopes the NQA objective may 
be included in the GAMC cade of 
ethics and a tentative approach has 
been made to GAMC toward this 
end. 

Statistics show that of the 37,- 
986 members of NALU on June 30 
in all states, Hawaii, and Puerto 


Rico 11,563 were NQA qualifiers. ? get 





GREETINGS to tH N.A.L.U. at ST. LOUIS 


FROM THE NEWARK 
GENERAL AGENTS 


AND 
MANAGERS 








Newark 2, N. J. 


OSBORNE BETHEA 


Manager 
OSBORNE BETHEA and ASSOCIATES 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Suite 1115 National Newark Bldg. 


MArket 3-8000 








ROY GUNDERSDORFF 


EQUITABLE LIFE INSURANCE CO. 


Suite 1010 Commerce Court Bldg. 


General Agent 


OF IOWA 


Newark 2, N. J. 
Telephone: MArket 3-7697 
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General Agents 


1180 Raymond Commerce Bldg. 
MArket 4-6800 





BOWES AND JOSEPH 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
Newark 2, N. J. 


John W. Wood, C.L.U. 








WOOD and CLUTHE 


General Agents 


STATE MUTUAL LIFE ASSURANCE 
COMPANY 
P OF WORCESTER, MASSACHUSETTS 


744 Broad St., Newark 2, N. J. 


_ Market 4-3500 
Herbert F. Cluthe 








HENRY LEVINE, GENERAL AGENT 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


45 Commerce Street 


Newark 2, N. J. 
MArket 2-7146 
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Proper Attitude and Guidance Needed to 
Spark ‘Selling Motor,’ Says Miles Palmer 


By MILES PALMER 


[have been at this job for nearly 
30 years. I like to get up each 
morning knowing I have a job to 
do, a job which is important, im- 
portant in the community I live 
in, important in the economy of my 
country, important and helpful to 
my fellow-man. During those years 
I have seen a great number of men 
come and go through the sales or- 
ganization of our companies. The 
number who have had any notable 
success has been far too few but 
when you look back over a quarter 
of a century and remember how 
they were recruited into our sales 
organization, one cannot help but 
be amazed at the number who did 
succeed. As I remember, the select- 
ing of salesmen was a haphazard 
affair, usually depending on the 
ability and judgment of an individ- 
ual. This was sometimes good but 
more often not so good. The train- 
ing they received was so meager 
that it could almost be described 
as being conspicuous by its absence 
and the market for life assurance 
was not nearly as favorable as it is 
to-day. 

Why is it that so many of these 
specially selected men and women, 
well-trained with excellent oppor- 
tunities, fall by the wayside? I 
believe the experience of our com- 
panies is that in the neighborhood 
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| of 80% are gone by the end of two 


years. I have a thought along this 
line that I would like to show you 
in this manner: 

Here a car manufacturer’s post- 


| er of one of his new products was 


displayed. 

Here is a car manufacturer’s pos- 
ter of his product. Now this may 
not be the car of your choice; you 
may be the Rolls-Royce or the 
Cadillac type, so you are granted 
the privilege of superimposing on 
this poster the car of your choice. 

What are we going to do? Well 
if itis a level road, we can at least 
get behind and push and if we push 
hard enough, we’ll get some action. 


It’ll start to move. We'll get results 
but nothing like the car manufac- 
turer claimed it would do. Well, 
you have seen men come into our 
business, specially selected and 
trained, and you push just as hard 
as you pushed that car and you 
get the same results; neither one 
producing what they are capable 
of. 

Or if you still have horses in this 
part of the country, you could get a 
team, fix up a hitch and attach it to 
the bumper, take the reins in one 
hand and a whip in the other, 
climb up on the hood, and with a 
whoop and a holler and a crack of 
the whip, the car starts to 
move. You're getting results— 





Miles Palmer, agent for Sun Life 
of Canada at Edmonton, Alberta, 
speaking at the Wednesday after- 
noon session, compared an agent to 
an automobile in his talk, “The 
Spark in The Motor.” Just as the 
electric spark of the battery is need- 
ed to make the car go, so also is a 
spark needed for a_ successful 
agent, and the spark is the feeling 
the agent has towards his business. 
Mr. Palmer also said an agent 
should stress life assurance rather 
than business, insurance, insurance 
for the child’s education, and other 
related types. 





again not what the car manufac- 
turer claimed. Haven’t you still 
men in your sales organization 
with years of experience and 
knowledge, still producing and 
carrying on their business the 
same as they did back in the horse 
and buggy days? 

Now this is nonsense, as far as 
the car is concerned, we wouldn’t 
do either one. We would immedi- 
ately let out a holler to the sales- 
man that sold us the car and he 
arriving at the scene would very 
solicitously ask what the trouble 
was and we tell him “this car 
won't start.” So he opens the hood, 
tests the wires and battery and 
very apologetically explains that 





NALU trus- 
tees, pictured at 
their board meet- 
ing: Sam B. 
Starrett, Guaran- 
tee Mutual Life, 
Omaha; O. P. 
Schnabel, Jeffer- 
son _ Standard, 
San Antonio, and 
Theo. M. Green, 
Massachusetts 
Mutual, Oklaho- 
ma City. 








the battery is dead. So he takes out 
the dead battery, puts in a new one 
and attaches the wires and says, 
“Will you try it now?” You turn 
the key in the switch and what a 
beautiful sound! Everything starts 
to happen. You know you are go- 
ing to get results, you know you 
are going places—that the car will 
do everything the car manufactur- 
er said it would. Why? Because 
there’s a spark of electricity in that 
motor now and it is just as neces- 
sary to have that spark of desire 
in a life assurance salesman to get 
along as it is to have a spark of 
electricity in that motor. 

Now you can raise the hood on 
making in our previous occupation 
a car, take out the dead battery, 
put in a live one, close the hood, 
but you can’t do that with a man. 
But you can get the same results 
if you guide his thinking and get 
him to realize what this business 
is all about. Possibly too much is 
taken for granted how a man feels 
about this business of selling life 
assurance. Probably too much 
stress is laid on how much money 
he can make as a successful life as- 
surance salesman. Actually we 
come into this business to make 
money, more money than we were 
so that we and our family may en- 
joy a better life. To do so, we must 
sell assurance of considerable vol- 
ume and we must continue to do so 
all the: years we are in the busi- 
ness. Now the amount we sell will 
not depend entirely on our desire 
for money but on our capability of 
doing a better job, which will de- 
pend on how we feel about this 
business of life assurance—how it 
fits into the scheme of things. 


It’s a pleasant thing to plan a 
university education for your son 
or daughter and provide the mon- 
ey to pay the expense of the course 
in event of your death by buying 
life assurance. But to worry about 
a fancy education for a young man 
or woman, 20 years of age or bet- 
ter, and sacrifice the security of a 
widow with young children is a lot 

(CONTINUED ON PAGE 38) 





Morris's Absence Not 
Due to Heart Attack 


The item in the first convention 
daily of THE NATIONAL UN- 
DERWRITER stating that a heart 
attack had caused the absence of 
Jack R. Morris, vice-president of 
Business Men’s Assurance, from 
the NALU convention in St. Louis 
was incorrect. 

“There is absolutely nothing 
wrong with his heart,” Dr. Charles 
B. Ahlefeld, medical director of 
B. M. A., told THE NATIONAL 
UNDERWRITER by telephone 
from Kansas City. Dr. Ahlefeld 
said Mr. Morris’s illness, while 
necessitating his remaining away 
from the convention, where he was 
scheduled to speak Wednesday aft- 
ernoon, is entirely of a temporary 
nature. 





Executive Secretaries 


Elect Edgar Chairman 

Ross S. Edgar of Pittsburgh 
was elected chairman of the exec- 
utive secretaries at their meeting 
during the NALU_ convention. 
The secretaries will give an assist 
to the NALU staff at the next an- 
nual convention, serving as head- 
quarters aides. 











Greetings to the N.A. 


FROM THE 





L.U. 





COMPLETE LIFE INSURANCE 
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THE GENE HAYS 


AGENCY 


BOSTON’S 
Most Popular Institution 
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Underwriting Clearing House 
Li. 2-0553 


RAY DESAUTELS 
BROKERAGE MANAGER 








General Agent 


Moruatstive insurance COMPANY 


CLIFFORD D. STROUT 
Associate General Agent 





FRANK T. BOBST 


BROKERAGE DEPARTMENT 


49 Federal Street HAncock 6-0022 Boston 10, Mass. 








THE WINSLOW COBB 
Insurance Agency 
WINSLOW S. COBB, JR., General Agent 
THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


50 Congress Street, Boston 9, Mass. 
HUbbard 2-0400 








ROBERT B. PITCHER 


Pliny Jewell, Jr., Assoc. Gen. Agt. 
Herbert Jaques, Jr., Brokerage Assistant 
Dana L. 
CApitol 7-8300 


General Agent 


MOTUAL/ LIFE INSURANCE COMPANT 


Sargent, Assistant Brokerage Mgr. 
53 State St. 
Boston, Mass. 
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H. R. Schultz Discusses Business Insurance 


(CONTINUED FROM 


PAGE 12) 





ners have to the small item of the 
partnership paying the premiums. 
Even though indirectly the part- 
ners are paying their share of the 
premiums, the psychology of the 
business paying, and elimination of 
a large number of policies, contrib- 
utes immeasurably to making pos- 
sible the solution of the partnership 
problem 

To be specific and give you a 
current case in point, there are four 
attorneys in Chicago who for years 
have been cognizant of the liquida- 
tion problem. However, with the 
entity theory the solution is both 
obvious and possible. I am happy 
to tell you that this partnership 
has taken action under the entity 
theory tied in with a buy-and-sell 
agreement funded by life insurance. 
I feel confident that the profession- 
al partnerships today offer a tre- 
mendous market to the life insur- 


ance underwriter. 

I would like to move on and dis- 
cuss with you what I have chosen 
to call a partner-in-fact. Please go 
back with me to the then in this 
case. Good, sound business men 
then, yes, years ago, had the 
pioneering, venturesome spirit to 
bring in outside talent and develop 
a new product, something they 
themselves knew nothing about. 
They invested money without the 
slightest consideration for the hu- 
man life value, because under the 
tax structure then, even with an 
occasional failure, they had a better 
chance to make a recovery later. 
The possibility of retaining profits 
from a successful venture was so 
much greater than it is today that 
it was far easier to overcome an 
unsuccessful venture. 

Now, today, the investor in a new 
or outside business venture must 


Representing 
South Carolina 
at a National 
Council session: 
Harold Hudson, 
State Farm Life, 
Greenville; Har- 
rall Walker, 
Penn Mutual, 
Spartanburg, 
and Wideman 
Durham, Life of 
Virginia, Green- 
ville. 











reckon with the human life value. 
To draw from a personal experi- 
ence, I should like to tell you about 
a situation that resulted in a $100,- 
000 term insurance sale. A group 
of Chicago men entered a business 
wholly unrelated to their own in- 
dividual businesses, and were plan- 
ning to invest a substantial amount 
of capital. They went on the out- 


— This Me Believe 


eTHE NATIONAL QUALITY AWARD PROMOTES 
BETTER SELLING. A bonus of $1.50 a thousand is 


paid each year to qualifiers of our field force. 


e THE LIFE UNDERWRITERS TRAINING COURSE IS 
TOPS. We pay one-half the cost for our field men 


who enroll for the course. 


eC. L. U. TRAINING IS PUSHED. We pay a liberal 


bonus for each examination passed plus an extra 


bonus on the final examination — total $550.00. 


For more Information, 


Write: G. FRANK CLEMENT 


Vice President In Charge of Agencies 


Shenandoah Life \svRANCE COMPANY, INC. 


10, VIRGINIA 


ROANOKE 


* PAUL C. 


( 


BUFORD, PRESIDENT 





side and at a high price hired ay 
individual who had the know hoy. 
Everything was all set, and it was 
fairly certain that the venture 
would be a success provided noth. 
ing happened to the man who had 
been brought in. Before they put} 
up $1 to back this venture they in. 
sured the life of what I term the 
partner-in-fact—what in corpora 
tions you call the key man. 

Five years have passed and I am 
happy to tell you that at the end of 
three years the product was estab- 
lished, an excellent merchandizing 
job was done, and the company re. 
leased half of the insurance to the 
partner-in-fact. This personal in. 
surance has been converted to a 
permanent plan. While this man 
did not then, and has not now, had 
any financial interest in the con-| 
cern, his importance to the success 
of the partnership made him in 
their minds truly a partner. 

Once again let us look into my 
past—business life insurance past. | 
The then is 1946, when through a 
referral | was instrumental in plac- 
ing a large amount of partnership | 
insurance on two brothers and a_ 
nephew engaged in a supermarket 
chain. There was nothing particu- 
larly unusual about the case except 
that the brother, who had a minori- 
ty interest, recognized that under 
no circumstances could he succeed 
in business with his sister-in-law 
should his brother be taken from 
the picture. Even though a minor- 
ty partner, he pressed for action 
with an agreement funded by life. 
insurance. t 

It is important to tell you that 
these brothers operated very suc: 
cessfully, and that the younger 
brother with a minority interest, 
with more modern ideas, really was 
the spark plug. The senior partner, 
however, at age 50, 12 years older 
than his brother, was inclined to 
feel—we're doing all right. Let's 
leave well enough alone. It took 
several months and a great many 
discussions before the senior part 
ner acquiesced. 

Skip with me a few years to 1950 
for the now part of the story. I re- 
call vividly sitting in my office and 
receiving a telephone call that the 
senior partner had died suddenly 
of a heart attack. i 

I continue the now part of the’ 
story when I tell you that the re 
maining partners retained their po 
sition. From a minority interest 
the surviving brother became a ma — 
jority interest. The sister-in-law | 
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was paid in full in accordance with 
the agreement. From the moment 
of her husband’s death, she had 
not one word to say about the op- 
eration of the business. 

The partnership has grown 
through expansion and merger so 
that in 1955 gross sales will prob- 
ably exceed $20 million. They are 
known in the midwest as one ot 
the most successful super-market 
chains. Why? Simply because of a 
puy-and-sell agreement funded by 
life insurance. These people are so 
enthusiastic about the job that 
has been accomplished for them 
through the medium of life insur- 
ance that they go to extremes to 
tell their story giving full credit 
to our product for their present 
phenomenal success. 


Cites Fourth Experience 


In the fourth experience I only 
move the then back three years, 
at which time a substantial amount 
of life insurance was bought on the 
three main stockholders covering 
several related corporations. In my 
personal opinion, even though life 
insurance was in force, had one of 
the stockholders passed away, the 
actual result would have been that 
the life insurance would have failed 
to accomplish its objective because 











= . : . 
Three Penn Mutual producers, Robert Zimmer of Columbus, O.; 


Howard Krick of New Haven, Conn., and Harry G. Calvert of Balti- 
more, shown at a National Council session with the president of the 
Cincinnati association, William W. Wray, John Hancock Mutual. 











ot the absence of supporting agree- 
ments. Please understand that the 
only reason this life insurance did 
not fail to do the correct job was 
simply because no_ stockholder 
died. 

Now, to bring you up to the pres- 
ent, | met the president of the cor- 
porations to which I have referred. 
At his invitation I had an opportu- 


nity to review what had been done 
two years previously. 

Before making this review I had 
practically concluded in my mind 
that this life insurance must have 
been purchased to supply liquidity 
for death taxes under section 115 
(G) (3) of the old revenue act. I 
knew there was no stock retirement 
agreement and so I just automati- 


cally assumed that there was going 
to be a partial sale of stock to sup- 
ply liquidity for these death taxes. 

It was at that time that the 1954 
revenue act was about to be signed. 
When I accumulated all of the 
estate information, including the 
corporate policies, and the finan- 
cial statement of each corporation, 
it was obvious that not one corpo- 
ration qualified, and _ therefore, 
there could.be no partial sale of 
stock to any of these corporations. 
The 1954 revenue act was signed, 
and the ability of an estate to quali- 
fy for the partial sale of stock toa 
corporation was liberalized, and 
even with the liberalization this 
key man insurance could not serve, 
because none of these corporations 
in any one of the estates of the 
stockholders could qualify. This 
life insurance was not serving its 
purpose, and when the president 
learned from my proposal that it 
could be made to do the job with 
a stock retirement plan—buy-and- 
sell agreement—he naturally was 
gratified. 

I can say to you that even 
though the original amount of in- 
surance was in excess of $250,000 
it was necessary to more than 
double this amount for adequate 
coverage. 











‘TO THE NALOG™ 
eet i 


AT ST. LOUIS 


FROM THE 


NEW YORK 


GENERAL AGENTS & MANAGERS 





SALINGER and WAYNE 


General Agents 
MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


521—ith AVE NEW YORK 17, N. Y. 
VAnderbilt 6-0200 


ESTABLISHED 1892 
WW. L. Perrin & Son, Inc. 


Par and Non Par 
Life and Non-Can 
75 Maiden Lane, New York 38, N.Y., HAnover 2-4044 
“4 Friendly Office” 


119 West 57th Street 








OTTO M. SHERMAN 
FRANK T. CROHN, C.L.U. 


General Agents 
CONSTITUTION AGENCY 
THE UNITED STATES LIFE 


INSURANCE CO. 
Circle 6-2736 
New York 19, N. Y. 














JAMES A. RANNI ORGANIZATION 
General Agent 

MANHATTAN LIFE INSURANCE CO. 

Bill Ranni Bill Mearns 


Charlie MceKeone 
521 Sth Ave. 


Harry Cohen 
Tim Schwartz 
New York 17, N. Y. 
MUrray Hill 7-8750 


PHILIP F. HODES 
General Agent 
NATIONAL LIFE INSURANCE CO. 
OF VERMONT 
551 Liberty Street 
Telephone 
BArelay 7-3972 


New York 5. N. Y. 15 Park Row 





DONALD M. MUNN 


Manager 


HOME LIFE INSURANCE COMPANY 


New York 38, N. Y. 
Telephone 
BAreclay 7-2837 











WILLIAM A. ARNOLD, Il 


General Agent 


bn Hancock 
um 
MUTUAL/ LIFES) INSURANCE COMPANY 


Complete Brokerage Service 
161 William St. - New York 38, N. Y. - WO 4.2367 








THE BRAGG AGENCY 


JAMES ELTON BRAGG, C.L.U., General Agent 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 
Home Office Agency 
50 UNION SQUARE, NEW YORK 3, N. Y. 
GRamercy 3-3000 














<5 


38 NATIONAL LIFE CONVENTION DAILY, AUGUST 26, 1955 





2nd Day 











Palmer Tells How to Spark ‘Selling Motor’ 


(CONTINUED FROM PAGE 35) 





their own” has been no small con- 
tributory factor in the prosperity 
we are enjoying today. In the last 
six years, there has been or will be 
spent over $87 billion on new 
homes and this sum of money 
turned into the life-stream of busi- 
ness is turned over and over, mul- 
tiplying the use of the original cap- 
ital many times. 

Now I don’t believe any father 
moving his family into a new 
home, into a new community, a 
community of their choice and a 
home of their liking, happy with 
new friends and associates, parti- 
cipating in community activities, 
is happy with the thought that at 
his death this will end, this happy 
new life they are enjoying will 
come crasing down about their 
ears like a house of cards. It hap- 
pens every day. 

If they are to continue to live 
where he has placed them will not 
depend alone on that house being 
out of debt but on the amount of 
wealth he will leave over and 
above it. When we measure wealth 
we usually use $1,000 as a measur- 
ing mark. Now this may be all 
right for the government to use 
arriving at the amount of a man’s 
succession duties and it may be 
all right for you and me to meas- 
ure wealth in this way, because 
20,000, $50,000, or $100,000 is an 
awful lot of money. It is to me I 
know, because it is over and above 
my earnings, but a sum like this 
dumped into a widow’s lap, a wid- 
owed mother, is a worry and re- 
sponsibility. It calls for manage- 
place of security, a temple of love ment, investment skill and can be 
and understanding and over all a lost. Its true value is how much 
stabilizing influence in the econ- it will produce each month from 
omy of our country. Our homes now on until it is needed no more. 
and life surrounding them; your Now what forms of wealth do 
church, the church of your faith; men leave at their death? For the 
the school your children attend; time being let us leave out life as- 
our educational system which in- surance. An interest in a business, 
sists all must be educated, the com- yea] estate mortgages, bonds 
munity you live in and its activi- ctocks and ’ money in the tek 
ties—all enhanced to a greater or This last we can ignore, most 
less degree by the portion of your mens’ bank accounts are too active 


contribution. It is these, all these to have any great sum of money in 
—our homes and the life surround- them. at the time of death. The 


ing them which is the backbone of business part of a man’s estate is 
wees” © bulwark against of dubious value as the man him- 
ae. self is usually the business and at 
Let us briefly examine these two this death all that is left of value 
ways of life and see how “man” js quite often only the physical as- 
and “life assurance” fit into the sets. Most estates immediately 
picture. Under one, man has lib- have to be turned into dollars, first 
erty and responsibility—the other, to move the government out of the 
man has no liberty, has no respon- picture and second to satisfy the 
sibility. Under one, man needs life demands for money which come 
assurance mainly for two reasons; piling in at a man’s death. All this 
first, if he dies too soon those he calls for administration, manage- 
loves may suffer; second, he may ment, and can be lost. 
live too long and lose that which These kinds of estates usually 
is all important, his independence. have a fictitious value. Very few 
The other man has no need for life men leave anything like they 
assurance, he already has lost all thought they would. Let’s bring 
that is important, his liberty. He this closer home. Gentlemen, I 
has but to obey—obey the will of don’t believe in this convention 
his masters and if he does, he has hall that 5% of you men here, cer- 
nothing to worry about, they from tainly no more than 10%, if you 
their bountiful table will toss to were to die today would leave an 
him a small bone of security. estate (separate from your insur- 


of nonsense. Certainly it is impor- 
tant to provide old age security for 
yourself—the only thing left to you 
in your old age is your independ- 
ence and if you haven’t that you 
have nothing—and a life assurance 
retirement plan is a sound way to 
do it but you can do this in other 
ways besides life assurance. In 
Canada, the Dominion’ govern- 
ment sells annuities at a rate lower 
than we can compete with; of 
course, they can dig into our pock- 
ets through taxation and make up 
their losses. You can buy bonds— 
and stocks, if lucky—put money 
away in the bank; or, hoard it 
away in a tin can and bury it in 
the ground and if someone doesn’t 
beat you to it, you'll have some 
money when you grow old. But 
there is no way I can guarantee 
the security of my family in the 
event of my death, no way that I 
can make sure that my children 
will have a home except through 
the service of the life assurance in- 
dustry. 


“Home” Good Motivating Word 


That word “home”—one of the 
sweetest words on the human 
tongue; the very action of saying 
the word, your tones mellow—and 
in our philosophy of life, home and 
mother are closely associated. So 
the greatest gift I can leave my 
children is the gift of their moth- 
er’s time, time for her to make a 
home for them. What an important 
part our homes play in our life! 
As children, a haven of refuge, a 


This desire to have a “home of ance) large enough for your fam- 


ily to carry on in the home they 
are already living in at anything 
near the same standard of living 
that you have set up for them. But 
from 90 to even possibly 95% of 
you men here can immediately cre- 
ate an estate, a life assurance es- 
tate, which will provide your fam- 
ily with everything you want them 
to have. = 

A life assurance estate is the 
complete estate! Its products are 
dollars, it is self-administered, not 
depleted by administration costs. 
It is guaranteed against loss, it is 
the only estate which will pay a 
definite sum of money for an in- 
definite number of years. While do- 
ing so it will allow that guaran- 
teed sum of payment to increase 
but will also put in a peg that will 
provide the payment will never go 
below the original amount. 

Don’t forget when outlining a 
plan of income assurance to a man 
for his family—give him the cred- 
it. He is the one who decides if the 
check will be there or not. He is 
the one who will pay the premi- 
ums. No matter how wonderful 
our companies are, they won't pay 
one cent unless this man, this fath- 
er, this husband, recognizing his 
obligations and of his own free will 
enters into a contract with a con- 
tractor who will carry out his 
wishes right to the letter, deliver- 
ing a check each month to those 
he loves. 

If the essence of democracy is 
truth, freedom and justice, doesn’t 
the business of life assurance fit 
right into that picture? I don’t 
know any business more true to its 
commitments than the life assur- 
ance industry with all its actions 
freely exposed to inspection and 
criticism. Freedom! No one is 
forced to buy life assurance, it is 
bought by the free man recogniz- 
ing his obligations and commit- 
ments. Justice! Just in its admin- 
istration. No man’s dollar, no mat- 
ter how exalted his position or 
great his wealth, is worthy any 
more than his neighbor’s. 

It is a wonderful feeling, while 
I stand here talking to you, obvi- 
ously enjoying myself, that if in 
the excitement of the moment that 
thing happens which is happening 
the old ticker stops—and they 
bring in the little cart and pack 
me out feet first—it is a wonder- 
ful thing to know that tonight and 
nights to come, when the cops and 
robbers have declared a truce and 
peace descends on the battlefield 
and the last Indian bites the dust, 
and my two tired warriors with 
their dirty faces struggle home, the 
No. 1 person in their life will be 
there to greet them. The water’s 
thick on the bathroom floor and 
you can hear the’ drone of a bed- 
time story. It is a wonderful feel- 
ing to know there will always be 
time for love in that little castle 
of mine. 

Of all the plans designed by man 
to relieve the misery of his fellow- 
man, the life assurance industry is 
the finest fruit in the orchard of 
his achievement. 

What I am trying to tell you is 


—> 
that I am enthusiastic about this 
business of life assurance. Do yoy 
know what enthusiasm 1s? In tha 
car there is a piece of the machine 
called the generator and we al 
know the function of a generator. 
Well, enthusiasm is the generator 
that will keep my battery chargeq 
so that I’ll always have that spark 
of desire to get out and spread the 
message of life assurance—the 
handmaiden of democracy. 





Cooperation with 
Mutual Funds on 
Friction Works OK 


The NALU’s special committee 
on relations with the National 
Assn. of Investment Companies 
has had no more than half a dozen 
complaints from agents to take up 
with the investment companies’ 
group. Some complaints proved 
groundless, others were in the na- 
ture of philosophical differences 
bearing on the merits of life insur- 
ance as opposed to mutual funds 
rather on the mishandling of com- 
petitive situations by mutual fund 
salesmen, and there were a few 
legitimate complaints but through 
the excellent cooperation of the in- 
vestment companies “association 
and its public relations officer, E. 
B. Burr, they were settled “with 
amazing promptness by the invest- 
ment company to which they were 
referred.” 

The committee, which is headed 
by Benjamin D. Salinger, Mutual 
Benefit Life, New York City, said 
that in some cases it was impos- 
sible to take any definite action be- 
cause the complaints were not suf- 
ficiently documented. 

There were also several com- 
plaints by investment companies 
regarding literature and competi- 
tive arguments advanced by life 
agents that seemed to cast com- 
plete discredit upon mutual funds. 
These were also called to the at- 
tention of the offending parties in 
every case where the information 
was sufficientlly pertinent and 
specific, amicable settlements were 
effected. 

“We believe that this committee 
is worth continuing merely to pre- 
vent, in a quiet way, the flareup 
of some unpleasant and acrimoni- 
ous discussions and publicity which 
might very well arise if there were 
no NALU group specifically as- 
signed to handle complaints such 
as those mentioned above,” the re- 
port concluded. 





Partridge Resigns 
as NALU’s Editor 


James M. Partridge, editor of 
“Life Association News,” official 
publication of National Assn. of 
Life Underwriters, has resigned. 
He has not announced his future 
plans. 

Mr. Partridge has been with 
NALU for a number of years and 
before that was on the editorial 
staff of the “Insurance Advocate 
of New York City. For some years 
he was a professional musician. 
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Education Committee 
Reports Increase 
in Research, Study 


The new edition of ‘Training for 
Today’s Life Underwriter” has 
been completed and will soon be 
published, the committee on under- 
writer education and training re- 
ported at the National Assn. of 
Life Underwriters convention in 
St. Louis. Howard V. Krick, Penn 
Mutual Life, New Haven, is chair- 
man. 

The report, as it appeared in the 
printed reports, follows: ; 

Education and training for life 
underwriters increased in effective- 
ness during 1954-1955. American 
College of Life Underwriters re- 

orts that there were 1,776 new 
candidates, 3,625 taking 4,525 ex- 
aminations and 88 in attendance at 
the CLU institute. It is estimated 
that approximately 400 new CLU’s 
will be added to the rolls in 1955. 
This was the biggest year in the 
history of the American College. 

LUTC reports a banner year! 
The total enrollment was 11,009, of 
which 6,213 took the final examina- 
tion in part I, and 3,446 in part II, 
a total of 9,659. 

Campus training at Southern 
Methodist University and Purdue 
University showed greatly in- 
creased enrollment in 1955 over 
1954. Early reports indicate that 
the women’s institute at Purdue 
will be a complete sell out. Other 
life insurance summer schools at 
various universities had full enroll- 
ments. 

By their substantial support of 
these institutional programs under- 
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writers all over America have 
shown their eagerness for more 
training and education. 

“Early in the year a sub-commit- 
tee, chaired by B. William Stein- 
berg, CLU, and including Arthur 
Billard, CLU, and Howard V. 
Krick, CLU, was appointed to de- 
velop several basic educational pro- 
jects for the help and guidance of 
the local association presidents and 
educational vice-presidents or edu- 
cational chairmen. 

“It was felt that in many of the 
smaller associations a prepared, 
outlined project together with sug- 
gestions and instructions on how 
best to utilize them would lighten 
the task of these busy officers and 
would assist them in presenting a 
special function as part of the lo- 
cal association’s general activity. 
_“The primary purpose of the spe- 
cial educational project is to im- 
part specific ideas and techniques 
ina form which will prove interest- 
ing to the general membership. The 
Prepared outlines were made com- 
prehensive enough to be self-suffi- 
cient for a complete discussion of 
the subject matter. Underwriters 
will be able to get from these pro- 
lects stimulation which should be 
Immediately productive. and, it is 
hoped, whet their appetites so that 
they will be interested in further 


exploration of the subject. 

“The sub-committee called upon 
an advisory group of professional 
trainers which included: Frank De- 
Young of Colonial Life, Edwin S. 
Jarrett, CLU, Mutual Life of New 
York, and John G. Lytle of Pru- 
dential. These men gave a consid- 
erable amount of time to the prep- 
aration of the outlines and deserve 
special recognition. 

In our previous reports we have 
indicated this committee’s coopera- 
tion with the advisory council on 
underwriter education and train- 
ing, and particularly the project of 
a new edition of the booklet, 
“Training for Today’s Life Under- 
writer.” We are happy to report 
that the final editing is now com- 
pleted, and approved. The art work 
for the cover and the inside pages 
is ready. This has been accom- 
plished through the cooperation of 
the LIAMA staff. We wish to give 
particular recognition to John L. 
Lobingier, Jr. and Frank Westen- 
berg, who handled the direction of 
the editing and art work. 

It is the hope of this committee 
that many thousands of these book- 
lets will be used by the life insur- 
ance companies to continue to in- 
form all underwriters of the educa- 
tional and training opportunities in 
our business. The new edition will 
be unveiled, according to present 
plans, at the LIAMA meeting in 
November. We sincerely appreci- 
ate the cooperation of the Institute 
of Life Insurance, and particularly 
of Donald F. Barnes, who is hand- 
ling the details of promotion. Judg- 
ing from the results, this project, 
which was started two years ago, 
is finally coming to full realization. 

Under the direction of Eleanor 
B. Dowling, a new film strip was 
produced by the committee this 
year. At the midyear meeting the 
proceedings of the NALUTC 
luncheon were recorded and a film 
strip made. This will be exhibited 
for the first time at the St. Louis 
convention and will be available 
to associations for their education 
and training meetings. This com- 
mittee hopes that all associations 
will use it early in the fall to help 
promote enrollment in our institu- 
tional training and education 
courses. 





Blumberg Parliamentarian 


David Blumberg, general agent 
in Knoxville, Tenn., for Massachu- 
setts Mutual Life, is again acting 
in his role of preventer and un- 
tangler of parliamentary snarls at 
this year’s annual meeting of 
NALU. This is his third year as 
official parliamentarian. He is 
a member of the Tennessee 
and American Bar Associations, 
He got to be parliamentarian by 
accident. Several years ago the Na- 
tional Council got into what 
seemed a hopeless procedural tan- 
gle. Mr. Blumberg led the presid- 
ing officer out of the parliamentary 
morass and as a result has been 
asked to act as official expert ever 
since. 


Sees Greater Life 
Span as Boosting 
Living Standards 


The ever increasing life expec- 
tancy of the American people has 
caused a veritable revolution in 
the nation’s living standards, Dr. 
Louis I. Dublin, health and wel- 
fare consultant to Institute of Life 
Insurance, said Tuesday in an in- 
terview in St. Louis. 

Earlier in the day, Dr. Dublin 
talked with leaders at the conven- 
tion of National Assn. of Life Un- 
derwriters at the Jefferson Hotel. 
He said the life insurance men 
should continue their volunteer 
work with health, welfare and 
charitable organizations in their 
communities. 

“The average working man 
spends 43 years on the job today, 
a longer period than ever before in 
our history. This is despite the fact 


that he goes to work at an older 
age than his forebears and spends 
more of his life in retirement. The 
answer to this seeming paradox lies 
in the fact that more people are 
living much longer,” he said in the 
interview. 

Dr. Dublin, a former president of 
American Public Health Assn., 
said man’s increased longevity and 
number of working years have pro- 
duced economic and social ad- 
vancements unprecedented in hu- 
man history. 

“When you combine more work- 
ing time with the extraordinary 
progress we have made along en- 
gineering, scientific, industrial and 
administrative lines, you get a high 
rate of productivity,” Dr. Dublin 
explained. ‘This, in turn, has given 
the American working man the 
highest wages and standard of liv- 
ing in the world. This means he 
has greater educational opportuni- 
ties, increased living comforts and 
more time to enjoy life.” 











Foreign Rishs... 


MUST YOUR OVERSEAS CLIENTS BE DENIED 
THE ADVANTAGES OF AMERICAN LIFE INSURANCE? 


MUST YOU, AS A BROKER OR SURPLUS WRITER, 

SEARCH IN VAIN FOR AN AMERICAN COMPANY 

TO INSURE YOUR PROSPECTS WHO ARE LIVING 
ABROAD? 


The answer to both these questions is No! Anybody, Ameri- 
cans and others, may now have the real security of an 
American Life Insurance Company policy—and the peace 
of mind that U. S. Dollar insurance protection gives. 


American Life specializes in selling every kind of life insur- 
ance just about anywhere on earth. Your clients can have 
exactly the plans they want—ordinary life insurance, group 


life, creditors group, etc. 


American Life and its affiliated companies operate through- 


out the world. 


Call or write 











AMERICAN 


WICUNMHCE 


825-827 WASHINGTON STREET 
WILMINGTON, DELAWARE 
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Dow Predicts Assets Will Quadruple in 20 Years 


(CONTINUED 


FROM PAGE 1) 





money back as soon as possible” 
prevailed, he said. Since then, life 
companies have come a long way 
in liberalizing their investment out- 
look. That is not to say that invest- 
ment prudence has been thrown to 
the winds, but rather that much 
greater reliance has been put on 
people, instead of on property. The 
use to which investment funds 
would ultimately be put and the 
effect on the general welfare has 
been given careful consideration. 
Perhaps without full realization of 
what they have been doing, the life 
companies have added to the sum 
total of human values—as much 
through their investment policies 
as through their insurance prac- 
tices. 

The business owes the life com- 
pany investment officer of 30 years 
ago a great debt of gratitude, how- 
ever, Mr. Dow said. The policies he 
followed were attuned with the 
times, and were the ones that en- 
abled the life companies to ride 
virtually unscathed through the 
crest of 1929 and the trough of 
1932, and to establish themselves 
as a firm bulwark of the American 
economy. 

If the 10 years from 1925 to 1935 
may be designated as the period in 
which the fundamental strength of 
life insurance investment was 
tested, the years from 1935 to 1955 
represent the era in which its flex- 
ibility and humanity were put on 
trial. That it met successfully the 
new demands of the past two de- 
cades is clearly evident from the 
respected and important position 
the business now holds throughout 
the nation, he said. 

What important changes have 
taken place in life company invest- 
ment since 1925? First, there has 
been a tremendous rise in the 
amount of funds available for in- 
vestment as a result of an increase 
of life company assets from $11% 
billion to $84 billion. Many factors, 
of course, have been responsible 
for this growth but Mr. Dow be- 
lieves the one outstanding factor 
has been the salesmanship of the 
life insurance agent. 


Equaling in importance’ the 


growth in the amount of insurance 
investment funds has been the 
widespread diffusion of the funds 
throughout all segments of the 
economy and throughout all of the 
48 states, he said. Insurance dollars 
have been made available to more 
people for more purposes, closing 
the gap between the life insurance 
purchaser and the user of life ip. 
surance funds so that today the 
mutuality of interests is very rea] 
indeed, Mr. Dow said. 

“Let us take a look at how insyr. 
ance investments are distributed 
today as compared with 30 years 
ago. Despite an increase in the 


federal debt from $21 billion to aj. | 


/ and 


most $277 billion, the percentage 
of assets invested in U.S. govern. 


to 11%. And should there be any 
concern as to the life companies 
taking over a large part of the 
federal debt, it might be well to 
note that the business holds but 
3% of the debt, the same percent- 
age it held in 1925. 


Decline in Municipal Bonds 


“Municipal bonds have declined 
in relative importance from 5% to 
3%. Here, however, there has been 


an important development that has | 


enabled the life companies to put 
their funds to work for the direct 
benefit of millions of people and 
thousands of localities—and that 
is the rise of the toll roads as a 
vital transportation artery. The 
heavy participation of insurance 
companies in toll-road financing 
has been a key factor in the suc- 
cessful construction of modern, 


high-speed turnpikes throughout | 
the country. Foreign bond invest- | 


ments have dropped to one-half of 
1% of total assets, and consist al- 
most entirely of Canadian govern- 
ment securities. 

“Railroad bonds now account for 
less than 5% of total life assets as 
compared with 19% in 1925. This 
substantial drop in relative impor- 
tance is not the result of loss in 
investment merit of railroad secur- 
ities but rather of the fact that the 
railroads early in the century 
achieved a high level of maturity, 








How LAMA works: for the AGENT 





R. B. Long, 
Life of Georgia, 
Asheville, N. C., 
pictured _ before 
the LIAMA ex- 
hibit at St. Lou- 
is, flanked by 
Paul Smith Jr. 
director of pro- 
motion for 
LUTC, and John 
L. Lobingier Jr., 
director of public 
relations for 
LIAMA. 
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obviating the need for new capital 
that has characterized most of our 


' other major industries during the 


past 20 years. Nonetheless, the 
importance of the railroads to the 
industrial complex should not be 
underestimated, nor has it been. 
Life insurance in recent years has 
jurnished hundreds of millions of 
dollars for diesel locomotives, 


designed to provide the country 
with adequate, efficient transporta- 
tion service,” Mr. Dow said. 

“Life insurance funds have 
played an outstanding part in ex- 
panding the capacity ot the elec- 
tric utility industry—and of the 
eas and telephone industries as 
well—thereby bringing tangible 
and direct benefits right into the 
homes and places of work with the 
people. With investment in public 
utility securities now aggregating 
almost $14 billion, or 16% of total 
assets, as compared with $700 
million, or 6% of total assets in 
1925, it is apparent that the life 
companies have demonstrated flex- 
ibility in meeting the needs of the 
utility industries. 

“While the extent of the growth 
in the amount of industrial invest- 
ments is staggering, from $97 mil- 
lion to $17 billion, from less than 
1% of assets to more than 20%, it 
is the character and diversity of 
the industries and companies in 
which the money is invested that is 
unusual. 

“To illustrate, in 1925, Equitable 
Society did not acquire a single 
industrial security, meeting its in- 
vestment requirements largely 


| through the purchase of railroad 


and public utility bonds and the 
making of mortgage loans. The 
success of this investment proce- 
dure is indicated by the fact that 
the 4.93% net rate of return on all 
investments represented a small 
increase over the 4.9% of the pre- 
vious year. Moreover, this gain 
was accomplished in the face of— 
and I quote from Equitable’s 1925 
annual report—‘conditions which 
presented great difficulties to the 
proper investment of the Society’s 
funds’ and ‘arduous competition for 
first class loans.’ 

“At the end of 1925, Equitable 
did have an aggregate investment 
of about $2 million in two steel 
companies and two coal companies. 
Today it has an aggregate invest- 
ment of approximately $2.2 billion 
in more than 170 different compa- 
nies engaged in substantially all 
phases of American industry. In 
1954 alone, new industrial invest- 
ments averaged better than $6 
million per week.” 


Investments in Industry 


_Some of these industries and the 
significance of life company invest- 
ment in them, Mr. Dow said are 
steel, oil, chemical, textile, food, 
Paper, rubber, automobile, electri- 
cal equipment, etc. Today’s invest- 
ment manager is not fearful that 
our crude oil reserves will be de- 
pleted in the near future. True, 
Proven domestic reserves are ade- 





Miss Helen Kullgren of NALU 
headquarters, selling a ticket for 
the GAMC luncheon to F. M. Fer- 
ren, Jefferson National, Terre 
Haute, Ind. 








quate for only 20 years of produc- 
tion at the current rate, but the 
opening up of new areas in this 
country, in Canada and in various 
other parts of the world insured 
plentiful supplies of petroleum well 


beyond 1975, 
Funds Aid Petroleum Industry 


The expansion of exploration and 
development activities, the increase 
in refinery output, the growth of 
pipeline, tanker and other petro- 
leum transportation facilities have 
all been aided by the flow of very 
substantial amounts of insurance 
funds into the petroleum industry. 
This investment has made an im- 
portant contribution toward bring- 
ing to the autombile owner, the 
home owner, the farmer and the 
factory worker the benefits of an 
adequate supply of petroleum prod- 
ucts at reasonable prices. Similarly, 
investment in the steel industry, 
enabling it greatly to enlarge its 
raw material supplies and to in- 
crease its productive capacity, has 
been to the advantage of all be- 
cause of the vital part that steel 
plays in the daily lives of the 
people, he said. 

In addition to providing financ- 
ing for the expansion and modern- 
ization of the basic industries, 
insurance funds have been instru- 
mental in stimulating the growth 
of new industries and new prod- 
ucts. Aluminum and _ synthetic 
fibers as well as television, air 
conditioning, paper packaging, 
business machines, plastics, elec- 
tronic instruments and materials 
handling are some of the many new 
fields, either unknown or undevel- 
oped 30 years ago, that have called 
upon and received insurance funds 
to further their development and 
production, he said. 

In the field of consumer services, 
the insurance dollar has also been 
most active. In 1925, consumer 
credit was primarily an accomoda- 
tion for those in the upper income 
brackets; today it is a great econ- 
omic tool facilitating the mass dis- 
tribution of goods to all segments 
of the economy, Mr. Dow said. 
The widespread ownership of auto- 
mobiles, refrigerators, washing 
machines and other similar prod- 
ucts characteristic of the high 
standard of living in America could 


not have taken place without the 
use of installment credit. Substan- 
tial life company investment in 
finance companies has made insur- 
ance funds available to assist the 
individual in the acquisition of 
goods on a sound financial basis. 

An important phase of invest- 
ment that has literally brought 
home to the American people the 
ability of insurance funds to con- 
tribute toward the rise in their 
standard of living is the making of 
residential mortgages. Only 7% of 
life company assets were invested 
in home mortgages in 1925, repre- 
senting a total investment of $800 
million. Today the proportion is 
19%, and investment of $16 billion. 
These cold statistics, impressive 
as they are, cannot reveal the tre- 


mendous values, tangible and in- 
tangible, gained by the nation 
through the creation of adequate 
housing, he said. The U.S. has be- 
come a nation of home-owners—a 
fact of utmost importance to the 
stability of the economy and a 
development extremely favorable 
toward further vigorous growth of 
life insurance sales.” 


Radford Here for Gulf Life 


Here for Gulf Life’s home office 
is Agency Supervisor George B. 
Radford. 








State Life Representative 

The home office of State Life of 
Indianapolis is represented here by 
Dihl H. Lucus, director of agencies. 





juvenile policy contracts. 


with lifetime benefits. 


The Country’s Most Friendly Company 
OFFERS... 


@ Modern and attractive agent's and general agent's 
contracts to those looking for a permanent connection. 
@ Complete line of Life Insurance policy contracts from 
birth to age 70 with full death benefit from age 0 on 


@ Complete line of Accident and Health policy contracts 


@ Complete substandard facilities. 
@ Educational program for field man. 


Strong, Progressive Company 


COMPANY'S EXPANSION PROGRAM OFFERS 


Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, 
Minnesota, Missouri, Nebraska, New Jersey, North Dakota, Ohio, 
Washington, D.C. and Wisconsin. 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


R. D. ROGERS, C.L.U., DIRECTOR OF AGENCIES 


NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 
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NALU Preparing Another Bill on Credit Covers Hold NALU Should 


An outline of a model NALU bill 
regulating credit life and A&H was 
presented at the meeting Tuesday 
of the committee studying that 
subject. No action was taken, how- 
ever, and it was decided to recom- 
mend to NALU that the commit- 
tee be enlarged and its study con- 
tinued. 

The outline bill, described by 
Carlyle M. Dunaway NALU coun- 
sel, as being an “extremely rough” 
draft, represents a change in the 
NALU position as presented some 
time ago before National Assn. of 
Insurance Commissioners. At that 
time NALU contended that elimin- 
ation of commission payments to 
the lender for placing credit insur- 
ance would end the abuses in the 
field. 

The new outline bill, which is in 
step with the position taken by 
American Life Convention and Life 
Insurance Assn., would permit a 
service fee to the lendor for pro- 
cessing credit insurance, except 
where small loan laws now forbid 
any payment to the lendor. 

Oren D. Pritchard, Union Cen- 
tral Life, Indianapolis, chairman, 
reviewed the background of abuses 
in credit insurance, mentioning 
particularly the congressional in- 
vestigation of tie-in sales of credit 


insurance with small loans and in- 
stallment sales. He said the abuses 
uncovered can be a jeopardy to the 
entire industry, and urged steps be 
taken through NALU to eliminate 
the trouble spots. 

Many facets of the matter are 
left unsettled in the outline bill. 
No definite stand was taken by the 
committee as to the desirability of 
requiring all policies be written 
through licensed agents or brokers, 
even in a limited way, the feeling 
being this could put the representa- 
tives of loan companies into the in- 
surance business. 


Among those attending the ses- 
sion was W. Lee Shield, associate 
general counsel of American Life 
Convention. He said credit insur- 
ance is not a problem in those 
states which have adequate small 
loan laws. He also observed that 
limiting any corrective measures to 
group credit covers as was sug- 
gested would not solve the prob- 
lem as abuses can arise in group 
as well as in individual covers. 

Mr. Shield cautioned the sub- 
ject is one that deserves close study 
and deliberation before action is 
taken because many of the propos- 
als border on areas that involve 
state regulation of rates. 








Life Insurance Sets Pace for American 
Business in Cooperation Among Rivals 


Although competition is keen, 
cooperation and free exchange of 
ideas within the life insurance in- 
dustry set the pace for all Ameri- 
can business, Charles J. Zimmer- 
man, managing director of LIAMA, 
declared in a trade association pa- 
nel discussion at the National Assn. 
of Life Underwriters convention in 
St. Louis. 

Referring specifically to the co- 
operation between NALU and 
LIAMA, Mr. Zimmerman said: 

“Entirely aside from our formal 
channels of communication and co- 
operation, as significant as these 
may be, of even greater importance 
is the friendly, informal relation- 
ship which exists between our re- 
spective staff members and_ be- 
tween our elected officers and 
board representatives. Such close 
working relationship is not a mush- 
room growth, but rather has been 
developed over a period of many 
years and is based on mutual un- 
derstanding, respect and trust. 

“Nor is this feeling confined 
only to the respective staffs and 
elected leaders of our two organi- 
zations. It exists throughout our 
home office agency departments 
and throughout the field forces. 
Only because of the confidence 
which NALU members have in the 
integrity of LIAMA have you been 
willing to cooperate with us so 
closely and wholeheartedly in our 
research activities, particularly 


when we were dealing with such 
questions as compensation, job sa- 


tisfaction, human relations, etc. 

“The willingness of NALU mem- 
bers to submit to us answers to 
questionnaires dealing with these 
and other important and personal 
subjects, in some of which replies 
you have necessarily had to be 
frankly critical of company opera- 
tions, shows that you know that 
we will not violate security and 
anonymity. In turn, this has en- 
abled us to gather information and 
to pass it on to our companies so 
that they might correct and im- 
prove those practices which were 
in need thereof. 

“My one regret is that we have 
not as yet been able to fully in- 
form the field forces in the U. S. 
and Canada of the objectives and 
services of LIAMA to the extent 
that would be desirable,” Mr. Zim- 
merman continued. “This certainly 
is an area on which we shall con- 
centrate. A study of the objectives 
of LIAMA and those of NALU as 
regards agency matters clearly 
show that our aims parallel each 
other. Indeed, we could transpose 
the objectives of LIAMA upon 
those NALU objectives dealing 
with agency affairs without af- 
fecting the validity of either. 

“IT do not mean to say that we 
always see eye to eye on every sub- 
ject, but I do mean to say that both 
NALU and LIAMA are in the fi- 
nal analysis motivated by what is 
best in life insurance in the public 
interest,” he added. 

At the managerial education and 


Take No Position on 


State Commissioner 


Should NALU go on record 
in favor of making the insur- 
ance commissioner’s post an elec- 
tive rather than an appointive of- 
fice? Should NALU seek the sep- 
aration of the insurance commis- 
sioner post from all other state of- 
fices? These questions were dis- 
cussed at the meeting of the state 
law and legislation committe of 
NALU at the annual meeting in 
St. Louis. 

However it was decided that it 
would be wiser for NALU to take 
no position but to leave it up to 
the state associations to do as 
seemed best in their bailiwicks. 

In promoting the model agents 
qualification bill, an Ohio repre- 
sentative said the big point is to 
get a committee of the associa- 
tion working with the insur- 
ance commissioner, regardless of 
whether he is elective or appoint- 
ive. 

The committee, which is head- 
ed by Oren Pritchard, Union Cen- 
tral, Indianapolis, met jointly with 
the field practices committee, of 
which William S. Hendley Jr., Mu- 
tual of New York, Columbia, S.C., 
is chairman. 

In connection with stock-with- 
policy or investment-type plans, 
Mr. Hendley said the best plan 
is to channel complaints through 
the commissioner and if he wants 
to do a job of protecting the pub- 
lic he can prevent the sale of such 
plans. He said the sales talks based 
on stock-value increases of long- 
established companies since their 
founding are doing “irreparable 
damage” for they are like showing 
what would happen if one had 
joined Henry Ford in 1903. 








training level, NALU’s general 
agents and managers conference 
has extended to LIAMA the “clos- 
est cooperation” in sponsoring the 
study course in agency manage- 
ment and the soon-to-be-released 
study course in district manage- 
ment, Mr. Zimmerman pointed out. 
“We are working on several other 


‘projects of ‘mutual interest to our 


respective organizations in the ed- 
ucation and training field.” 

At the committee level, NALU- 
LIAMA cooperation is highly in- 
tegrated. The number of joint com- 
mittees includes the advisory coun- 
cil on life underwriter education 
and training and the agency man- 
agement training advisory com- 
mittee, with chairmanships rotat- 
ing between NALU and LIAMA 
representatives. 

NALU and LIAMA also coop- 
erate on the national quality 
awards. And they, along with 
American Life Convention and Life 
Insurance Assn. of America, spon- 
sor Life Underwriter Training 
Council, the presidency of which 
rotates between NALU and LIA- 
MA representatives. NALU and 
LIAMA also sponsor and support 
all institutional training programs 





Two Massachusetts Mutual Life 
agents pondering NALU problems, 
Ewing Carruthers of Memphis and 
William R. Robertson of Boston, 


Nominators Elected 
for 1956 Meeting 


Members on the 1956 nominat- 
ing committee, elected at Mon- 
day’s National Council session of 
NALU in St. Louis, are as follows: 

General agents and managers: 
Walter G. Gastil, Connecticut Gen- 
eral Life, Los Angeles, and Earl 
M. Schwemm, Great-West Life, 
Chicago. 

Agents with no field manage- 
ment responsibility: Nell F. Burns, 
New England Mutual, Birming- 
ham, Ala., and Harry K. Gutmann, 
Mutual of New York, New York 
City. 

Member (general agent or man- 
ager) with previous nominating 
committee experience: Herbert R. 
Hill, Life of Virginia, Richmond. 
The member with previous nomin- 
ating committee experience is cho- 
sen from among managers in odd 
numbered years. Mr. Schwemm 
was elected chairman by the nomi- 
nating committee. 











Kansas City Life Visitors 


Kansas City Life’s home office 
has two officials attending the con- 
vention, C. W. Arnold, vice-presi- 
dent and superintendent of agen- 
cies, and R. L. Fitzgerald, assistant 
superintendent of agencies. 








including those of American Col- 
lege and the Purdue and SMU 
courses, Mr. Zimmerman noted. 

NALU has many facets of co- 
operation. In representing the 
agents, it must be interested in 
every phase of life insurance oper- 
ations including legal, actuarial, 
legislative, investment, underwrit- 
ing and, most important, agency 
matters, Mr. Zimmerman said. 

“At the company level, there are 
various trade associations as con- 
trasted to just one at the field lev- 
el. Each of these organizations de- 
votes its attention to one phase of 
life insurance activity. The primary 
field of interest and activity of 
LIAMA is that of agency cpera- 
tions.” LIAMA’s seven specific ob- 
jectives could be condensed into 
one: to improve the efficiency of 
life insurance distribution within 
the framework of the agency sys- 
tem. 
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fells How Advertising 
Helps Agents Use Time 


(CONTINUED FROM PAGE 7) 
courtesy usually prevent the pros- 

t from bringing the interview 
to an abrupt end. The agent can 
answer objections as they come up. 
He can use as much or as little 
motivation as he thinks necessary 
in each individual case. Now, let 
ys take a page advertisement in a 
magazine. If it doesn’t attract you, 
or if it fails to hold your interest, 
you can flip the page and you 
aren't being rude. The reader must 
constantly be persuaded to contin- 
ye reading. And the advertiser 
must use great caution in attempt- 
ing motivation, especially negative 
motivation, to avoid being maud- 
lin, or even arousing antagonism 
on the part of some readers. 

The great advantage of adver- 
tising is its economy. With a full 
page magazine advertisement, for 
about $3.50 you can make calls on 
1,000 homes where there are likely 
life insurance prospects. It will be 
read by many who are too busy to 
see you when you call at their of- 
fices. The same point about econ- 
omy can be made for newspapers, 
radio, television, billboards, and 
other advertising media. Of course 
you can’t expect each one of these 
calls to be nearly so effective as a 
call by an agent, but you can’t deny 
that advertising can make a great 
many calls at very low cost. 

In the Life Insurance Advertis- 
ers Assn. we try to make all life 
insurance advertising more effec- 
tive. We know that some advertise- 
ments will be seen and read by 
four or five times more people than 
other: advertisements in the same 
issue of a publication. We learn 
what: will work ,and what won’t 
work. We benefit from one anoth- 
er’s failures as well as successes. 
By and large, I believe you will 


_ agree that most life insurance ad- 


vertising today measures up to a 
high standard of excellence. 





McMillon Tells How to 
Assure Clients’ Loyalty 


(CONTINUED FROM PAGE 11) 
conserve the business already on 
the books, sell more business, pro- 
mote the agent as an individual in 
the community and, above all, 
make him genuinely happy in the 
business. 

“I realize that this bright, shiny, 
young prospect which I now have 
1s not acquainted with this business 
to the extent that I am; therefore, 
I must put this to him simply. The 
first necessity in a man’s life insur- 
ance program is the clean-up fund. 
You would be surprised how many 
of them do not have it. The second 
thing in a life insurance program 
is beans for mama and the kids 
while the kids are still going to 
school. You would be surprised 
how many people don’t have it. 

“Then the prospect must be re- 


| minded of the time when his widow 
_ will have to say, ‘Ouch, boy that 
| Teally hurts’—the times when little 
_ Johnnie breaks a leg, or little Jane 


Whom 





M. L. Hoffman, the comptroller 
of NALU, pictured with another 
personality who has had an equal- 
ly illustrious career in serving the 
interest of agents nationwide, Ju- 
lian S. Myrick, Mutual of New 
York, New York City, chairman of 
American College and a past presi- 
dent of NALU. 





has a birthday and there isn’t anv 
money to buy birthday presents. 
And he may be reminded of the 
time which will come when the 
employer says ‘it’s time to retire’ 
and he himself will have to say, 
‘Ouch, boy that really hurts.’ 

“This is a perfect set-up for an 
endowment at 65 contract with the 
right to the wife to withdraw in 
multiples of $100 an emergency 
fund, if you please. It satisfies 
‘ouch’ for the widow if she gets in 
trouble after the man dies. It 
satisfies ‘ouch’ for him if he lives 
and retires. 

“Another sale that is not too 
difficult to make is the ‘Santa 
Claus’ policy. Possibly the reason 
we do not sell enough of them is 
because we do not make them per- 
sonal enough. Did you know your 
company will agree to write on the 
check each year on Dec. 15, ‘Merry 
Christmas to Mary and the kids, 
with all my love, Jim’? That makes 
it personal and he is more apt to 
buy, but if he does not die and he 
lives it out to retirement age, then 
he has bought a contract which will 
be Santa Claus to him at retire- 
ment age.” 

When he gets all his information, 
he said, he goes home and that 
night he writes a card or letter of 
thanks to the client for the busi- 
ness. This particular action pays 
the biggest dividends of all the 
things he does to promote business, 
he said. 

Among other things he does is 
to go by and say “Hi” to his new 
policyholders every chance he gets, 
he sends congratulation cards as 
often as possible, he sends birthday 
cards to each member of the family 
every year, sends out age-change 
cards because statistics show that 
30% of all life insurance sold in 
the U.S. is on age-change, and he 
delivers claim checks for A&H as 
well as life insurance in person. 

He also uses sales aids such as 
letter openers, pencils, fountain 
and ballpoint pens, book matches, 
etc., and when the occasion war- 
rants he sends a new client a brief 
case or other gift, and once he even 
sent a set of luggage. 

“Another method of using the 
‘penetrating oil’ is through the 
assistance of my _ policyholders. 


Collins First Debit Agent to 
Be Named NALU President 


(CONTINUED FROM PAGE 3) 
man of the NALU committee on 
field practices and presently is in 
his second term as head of the com- 
mittee on compensation, through 
which he recently gained wide 
recognition for the committees’ 
work in securing important im- 
provements in the New York State 
expense limitation laws. He also 
played a significant role in liber- 
alizing New York’s laws affecting 
juvenile insurance, making it poss- 
ible to buy larger amounts of in- 
surance and at younger ages. 

The new president has built-a 
reputation for being ready to back 
up his convictions, but not before 
giving full ear to the viewpoints of 
others. 

Mr. Collins is as democratic in 
his dealings with persons as he is 
dedicated to the life insurance bus- 
iness. 

The new NALU chieftain wins 
friends quickly and these friend- 
ships almost unfailingly grow fast, 
cemented by the consideration he 
has for everyone and the capabil- 
ties that become more and more ap- 
parent as association ripens. 

A native of Manchester, N. Y., 
Mr. Collins is a debit agent for 
Metropolitan Life in Buffalo, a 
post he has held since entering the 
insurance business in 1933. Before 
going with Metropolitan, he spent 
14 years as a salesman and sales 
manager in various fields. His 
civic activities have-been.as numer- 
ous and important to his commun- 
ity as his business activities have 
been to insurance. 








When the cases they refer to me 
are successful, I make it a point to 
tell them, and it usually will thrill 
them so much they believe they are 
better insurance salesmen than I 
am and they continuously seek 
ways to help me sell more insur- 
ance.” 

Mr. McMillon also sends policy 





5 Saal 


Two of the speakers on the NA- 
LU convention program: Hal Nutt, 
director of the Purdue course, and 
Robert W. Osler, vice-president of 
Rough Notes Co. 








$700 for Flood Victims 


Those at the NALU convention 
in St. Louis contributed more than 
$700 toward the relief of east coast 
flood victims during the Wednes- 
day afternoon session. The money 
will be distributed through the Red 
Cross. In urging the gathering to 
contribute generously, Harry N. 
Phillips, Sun Life of Canada, De- 
troit, who was presiding at the ses- 
sion, noted that many members of 
the national association from the 
stricken areas were unable to at- 
tend the St. Louis convention be- 
cause they were engaged in rescue 
and relief work in their home 
towns. 








anniversary .cards to the policy- 
holders he knows are going to buy 
more and more insurance. 

“The 10th element in the process 
is what I call ‘I’m here.’ That is 
being with the.policyholder in his 
times of trouble and sorrow as 
well as in his times of joy.” 

Mr. McMillon advertises daily 
in the Abilene paper with a one- 
column ad two inches deep which 
has his picture and a simple state- 
ment of fact that he never changes. 
The great result from this adver- 
tising is that he has established 
his face and name in his trade 
territory as a trade-mark, he said. 








Wild pitches are not 
intentional, nor are fail- 
ures to meet payments on mortgage 


loans. But they happen, and backstops are 
necessary in both cases. 

The best financial backstop for banker and 
borrower alike is Old Republic’s Critical Peri- 
od Plan covering payments during periods of 
disability and during the 12 months after 
death. Old Republic has served banker and 
borrower alike for decades. 

A letter, wire or phone call will bring the 
man from Old Republic to your desk with full 
information. 


OLD 


SPECIALIZED INSURANCE SERVICE SAFEGUARDING CONSUMER CREDIT 


CREDIT LIFE INSURANCE COMPANY 





James H. Jarrell, President 


307 N. Michigan Avenue, Chicago I, Illinois 
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Woodmen Accident and 
Life Company 


—a pioneer in the field of complete 
personal insurance — 


Celebrates Its 65th Anniversary 


In 1890, a busy family doctor in York, Nebraska, decided 
to try a new prescription for an ages-old affliction. Dr. 
Albert O. Faulkner established Woodmen Accident Com- 
pany to help relieve people of the crippling financial in- 
juries that sickness and accident can bring. 


This year, the three companies that developed from Dr. 
Faulkner’s dream were united under one name—Woodmen 
Accident and Life Company. In the 65 years since its 
founding, Woodmen Accident and Life Company has 
grown in size, in service and in resources. 


Now operating in 26 states, Woodmen Accident and 
Life has issued more than 1,500,000 policies and has 
paid more than $38,000,000 in claims. The company’s 
assets exceed $16,500,000 and the surplus to policy- 
holders exceeds $3,750,000. 


With this 65-year-old record of growth, of fine service, 
and of fair claim settlements, Woodmen Accident and Life 


is a good company for insurance — a good company for 
a career. 


E. J. Faulkner, President 
L. J. Melby, Agency Vice President 


WOODMEN ACCIDENT 
AND LIFE COMPANY 





A Mutual Legal Reserve Company 
Established 1890 Lincoln, Nebraska 















General Agents 
Agency Managers 


Regional Agency Supervisors 


. .. and in 1956 qualified Pacific National producers 
will convention in Hawaii. 

‘f you are interested in any one of these appointments sit 
own right now and write to Kenneth W. Cring. 


PACIFIC NATIONAL LIFE ASSURANCE CO. 


411 East South Temple © Salt Lake City, Utah 
RAY H. PETERSON, President - KENNETH W. CRING, V.P. & Supt Agencies - 
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terpretations of facts we've been 
reading about are necessary as- 
pects of our healthy business. They 
are reflections of our healthy econ- 
omy, an economy in which the 
average American family is earn- 
ing 40% more than it was earning 


in 1945-46. Statistics show, too, 
that purchasing power has_ in- 


creased (prices have climbed more 
slowly than income; inflation isn't 
as bad as some believe). The fed- 








Acquiring information makes it 
possible for a person to adapt to 
his surround- wees 
ings, to make 
himself comfor- 
table, G. S. Cu- 
tini, director of 
training of Life 
of Georgia, said 
in his talk before 
the Thursday 
general conven- 
tion session of 
NALU at S&t. 
Louis. Pointing 
out that he believes the best time 
to prepare for a job is when the 
person is engaged in it, he advo- 
cates that agents never stop learn- 
ing through reflective thinking 
productive study and repetition. 
Education for youth is good, he 
says, but adult education is the 
force in America today. 





G. S. Cutini 








eral reserve board figures show 
that skilled workers’ income now 
averages $4,500 per year, and that 
one out of five wives is a “work- 
ing’ wife. In addition to the above, 
and notwithstanding, it might in- 
terest you to know that 92% of 
our fellow Americans consider 
stocks an unusual investment! 

The uncomfortable feeling some 
of us are beginning to experience 
now reminds me of some of our 
mutual friends. You know: 

Mr. “A”: The agent who is con- 
stantly late for his appointments. 

Mr. “B”: The agent who makes 
insufficient calls on prospects. 

Mr. “C’’: The agent who has too 
few prospects. 

Mr. “D”: The agent who never 


sells a business case—not even 
$5,000-partnership. 

The feeling of discomfort they 
suffer when they try keeps them 
from attempting too often. Ip. 
stead of making themselves com. 
fortable by acquiring information 
which would make it possible for 
them to adapt, they withdraw, I’ 
like to suggest to you that if yoy 
would adapt to your surroundings 





by preparing yourself, you will be | 
better off than if you withdray, | 
For you can be sure that as long as | 
we are in the insurance business, | 
we will be subject to changes. Sci. | 
en-ve and research lead the way tg | 
ward healthy bodies—the phys. | 
cian follows. Legislators lead ‘the | 
way toward justice—attorneys fol. | 
low. Our economy leads _ the | 
way toward financial stability— } 
we must follow. It is so simple, | 
The practitioner keeps up-to-date 
that he may serve where and how 
the needs demand. 

I'm going to make the assump- 
tion that everyone in this room is 
predisposed to learning. That is, 
that you have the right attitude | 
about your need for knowledge, 
Now, if you are predisposed to ae- 
cet conditioning—to accept ad- 
justment by learning and training 
—you have taken the first step to- 
ward being comfortable. You are, 
in effect, saying, “I would like to 
know.” The wise guy, know-it-all 
attitude is anathema to successful | 
men. Successful men shun the po- | 
larized individual whose mind is | 
too narrow to encompass new | 
ideas. Polarized people are not) 
popular. Being positive about prin- | 
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GAMC to Publish Talks 
Made at Its Sessions 


The General Agents & Man- 
agers Conference of NALU will 
publish in a brochure the com- 
plete texts of talks given at its 
sessions in St. Louis. The ver- 
sions being printed in the con- 
vention dailies published by The 
National Underwriter are neces- 
sarily abbreviated. 
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A small part of the sizable contingent from Illinois: George Tread- 
way, New York Life, Peoria; Lawrence T. Oxley, Country Life, Jack- 
sonville; Glenn Lupton, Prudential, president of the Peoria associa 
tion and 2nd vice-president of the state association, and George Huth, | 
Connecticut Mutual, president of the Chicago association. 
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President Robert L. Walker shown addressing the opening session 


of the National Council. Other NALU leaders, from left, are Theo. M. 
Green, Massachusetts Mutual, Oklahoma City, a trustee; A. Jack Nuss- 
baum, Massachusetts Mutual, Milwaukee, secretary, and Lester O. 


Schriver, managing director. 








ciples which work is one thing; 
being stubborn about methods is 
another. Methods do have a way 
of changing! When you are pre- 
disposed to learn, you can be trans- 
formed—form the person you are 
to the person you want to be. 

Rule No. 2 in learning: Repeti- 
tion. If you would encompass an 
idea, repeat, repeat, and repeat 
again. You can read a newspaper 
in a perfunctory manner. The de- 
tails may not be too important. 
But when you find yourself talk- 
ing to prospects for financial plan- 
ning, it is important that you know 
facts! Specific facts. 

1. How does the 3% rule work, 
as compared to how it was applied 
before? 

2. What is the difference, really, 
between leaving life insurance un- 
der optional modes of settlement 
and leaving it in trust? 

3. What is the real difference be- 
tween investments in stock, in 
bonds, in real estate, and life in- 
surance? 

We do provide a means of ac- 
cumulating capital—but we must 
also give advice as to its construc- 
tion, its management, its distribu- 
tion. May I say here, before I’m 
misunderstood, not that you should 
amaze your prospects with your 
learning, but to make you compe- 
tent and comfortable. (The doctor 
doesn’t tell all he knows when he 
reduces a fracture, does he?) Text- 
books and special brochures and 
services available are jam-packed 
with information. If you will take 
one paragraph at a time, digest it, 
absorb it, and give it your whole- 
hearted, reflective attention while 
you study—which is rule No. 3— 
you will be amazed with yourself 
after a few short months. What 
kind of attention? Reflective atten- 
tion, as opposed to naive attention. 

Education for youth is good, but 
adult education is the force in 
America today, because the best 
part of education is that which pre- 
pares you for your job, and when 
best can you prepare for it than 
when engaged in it! Don’t believe 


the misleading stories that a man’s 
mind begins to deteriorate from 
age 24 on, and that by 45 he’s lost 
10% of it. That’s only part of the 
story. What’s 10% loss when you 
have almost limitless power in the 
first place? It’s nothing! 

I guess a man aged 45 or 50 
wouldn't be interested in planting 
a crop and in taking a harvest by 
himself. Perhaps he couldn’t do 
these things as well as a young 
man. But, remember, Einstein’s 
great works were not performed 
only at age 20 and 24. In Atlanta, 
we have a life insurance man, John 
Ashley Jones, 85 vears old, who 
consistently distinguishes himself 
as a leader—at age 85! And if you 
would like to know something 
about the recent tax changes under 
which we now must operate, talk 
to John Ashley Jones, who keeps 
himself informed about current af- 
fairs. He can feel as comfortable 
at age 85 as he felt at 45. 

Here is the last rule for produc- 
tive study. Make yourself a sched- 
ule, stick to it. An hour in the eve- 
ning: an hour in the morning; two 
hours in the evening; six hours 
every Saturday—whatever your 
choice, just make yourself your 
own schedule—and stick to it. An 
American educator, Horace Mann, 
once wrote, “Lost yesterday some- 
where between sunrise and sunset, 
two golden hours, each of these 
hours set with 60 diamond min- 
utes. No reward is offered, they 
are gone forever.” Don’t you have 
60 diamond minutes somewhere 
that you can put to work everyday 
to prepare yourself? So that you 
can integrate your study with your 
work and make yourself more 
competent? It requires only one 
quality. Determination. 


Three from U. S. Life 


John Weaver, executive vice- 
president, Walter Zerbst, eastern 
superintendent of agencies, and Ed- 
ward R. Nadalin, assistant super- 
intendent of agencies, are here from 
the home office of U. S. Life. 
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“| JUST 


WANT 


THE FACTS 
MA’M... 

JUST THE 
FACTS!” 


GENERAL 
AMERICAN 


LIFE’S 


SERVICE CENTER 


Rail 


When you want facts about our “home 
town”’ get ’em from our “home town” 
boys ...or girls. They'll be on hand at 
General American Life’s Service Center 
in the hotel during all 5 days of the 
convention. 
Home office of General American Life is « 


USE THE GENERAL 
AMERICAN LIFE BOOTH 


for out-of-town newspapers 


o 
e 
e 
* 
for message exchange service ° 
. 
. 
s* 


for “made-in-St. Louis” prize drawings 


GENERAL AMERICAN LiFE’s 
SERVICE CENTER 
Jefferson Hotel Lobby, 



















DELEGATE S 
Get your facts... on, 
Special Services. 

while in ts 






just around the corner from the hotel, so 
home office people will be readily available 
to keep the booth well staffed for prompt 
service that can save you time and help 
you enjoy your trip to St. Louis more. So, 
follow the red carpet to General American 
Life’s Service Center. 


INQUIRE HERE FOR... 


Best ways to obtain Municipal Opera Tickets 
Where to go for entertainment 

for dinner 

for gift buying 

for sight seeing, etc. 


We're here to give you the facts...it’s a pleasure 


WELCOME 
and 


BEST WISHES 


to the 


N. A. LU. 


Missouri Insurance Company 
Home Office: 705 Chestnut Street 
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C. E. Cleeton Wins Rssell 
Award for Building Work 


(CONTINUED FROM PAGE 3) 
the other officer posts. Stanley C. 
Collins, Metropolitan Life, Buffa- 
lo, advanced from vice-president to 
president, A. J. Nussbaum, Massa- 
chusetts Mutual, Milwaukee, from 





Albert C. Adams A. Jack Nussbaum 


secretary to vice-president, and J. 

Elton Bragg, Guardian Life, New 

York City, was reelected treasurer. 

Out of a slate of seven trustee 
nominees the following were elect- 
eG: 

For two-year terms: 

Quan Lun Ching, Prudential, 
Honolulu. 

John C. Donohue, Penn Mutual, 
Baltimore. 

_Elsie Doyle, Union Central, Cin- 
cinnat1, 

Louis J. Grayson, 
Washington, D. C. 

Gordon V. Hockaday, Equitable 
Society, Spokane. 

Oren D. Pritchard, Union Cen- 
tral, Indianapolis. 

For one-year term, filling out Mr. 
Adams’ term: 

Sam B. Starrett, Jr., Guarantee 
Mutual, Omaha. 

The women agents’ luncheon had 
an imposing array of insurance 
personalities as speakers, each one 
telling of the women agents’ actual 
and/or potential accomplishments 
in various fields. Mrs. Laura M. 
Benham, Prudential, Niagara Falls, 
N.Y., chairman of the women’s 
committee, presided. Dollie Zim- 
mer, Northwestern Mutual, St. 
Louis, had charge of arrangements. 

Contrary to the custom of past 
years, there was a general conven- 
tion session in the afternoon Wed- 
nesday. 

Speakers were Kenneth Mc- 
Farland, special consultant of Gen- 
eral Motors Corp.; Charles W. 
Dow, senior vice-president of 
Equitable Society; and Miles F. 
Palmer, Sun Life of Canada, Ed- 
monton, Canada. It was at this 
session that the presentation of the 
1955 John Newton Russell memor- 
ial award for outstanding service to 
the institution of life insurance was 
made. 

Wednesday evening the Ameri- 
can Society of CLU dinner and 
conferment exercises took place 
with Gerald W. Page, Provident 
Mutual, Los Angeles, immediate 
past president of the American 
Society, presiding. President Davis 
W. Gregg of the American College 
presented the diplomas. The prin- 
cipal speech was made by President 
G. L. Cross of University of Okla- 
homa. 

There were two breakfast ses- 
sions—of the. Graduate Society of 


Travelers, 


the Institutes of Insurance Market- 
ing and the Texas “Trained Seals” 
the latter event being run off by 
the Texans in honor of those who 
have spoken at Texas caravan sales 


congresses. 


For the first time at an NALU 
convention there was held a “work- 
shop” for state association officers. 
This was conducted by M. W. 
Peterson, Lincoln National, Char- 
lotte, N.C., chairman of the com- 
mittee on associations. There was 
audience participation discussion 
of association activity in legisla- 
tion, sales congresses and caravans, 
publications, achievement awards, 


etc. 


The Thursday general conven- 
tion session had as presiding officer 


Stanley C. Collins, vice-president 
of NALU, and an agent of Metro- 
politan Life in Buffalo. There were 
talks by R. L. McMillon, Business 
Men’s Assurance, Abilene, Tex.; 
G. S. Cutini, director of training, 
Life of Georgia; and the chairman 
and two speakers representing the 
Million Dollar Round Table. 

The traditional Million Dollar 
Round Table Hour had George B. 
Byrnes, chairman of the 1955 
round table, and general agent of 
New England Mutual Life of New 


York City, presiding. Speakers 
were Johnny S._ Sierra, Great 
Southern Life, Dallas, who talked 
in a sales panel at the recent 


MDRT meeting at White Sulphur 
Springs, and Harry R. Schultz, 
Mutual of New York, Chicago, 
who was one of the room-hopping 
hosts at the White Sulphur meet- 
ing. 

The NALU-LUTC luncheon had 
as principal speaker Hugh B. Pat- 
terson, Jr., publisher of the Little 
Rock Arkansas Gazette. Herbert 
R. Hill, Life of Virginia, Rich- 
mond, president of LUTC, pre- 
sented senior instructor awards. 
President Walker of NALU 
brought greetings from the nation- 
al body. 

That afternoon there was a 
session of the national council for 
action on reports of the nominat- 
ing committee. Following this 
there was a convention business 
session for action on reports of 
the committees on resolutions and 
revision of by-laws. 

Thursday evening there were 
35 company dinners and one recep- 
tion, that of Prudential. 

Last scheduled event of the 
evening was the president’s recep- 
tion and ball. 

The final convention session was 
Friday morning. Managing direc- 
tor Lester O. Schriver acted as 
session chairman and also as 
moderator of the symposium on 
“Our Allied Associations.” This 
had as participants Claris Adams, 
executive vice-president of Ameri- 
can Life Convention; Bruce E. 
Shepherd, manager Life Insurance 
Assn. of America; Charles J. 
Zimmerman, managing director of 
LIAMA;; Holgar J. Johnson, pres- 
ident Institute of Life Insurance; 


and A. H. Thiemann, 2nd vice- 


president New York Life, pres- 


ident of Life Insurance Adver- 


, tisers Assn. 


The second part of the session 
was a panel, “A Street Agent 
Speaks.” Horace R. Smith, super- 
intendent of agencies Connecticut 
Mutual Life, acted as moderator, 
the panelists being F. Howard 
Manning, Equitable of lowa, Kan- 
sas City, Kan.; Thomas B. Rosser, 
Metropolitan Life, Dyersburg, 
Tenn.; and Robert E. Gladden, 
John Hancock, Jackson, Mich. 

The final get-together of the 
convention will be the fellowship 
luncheon, with immediate past 
president Robert C. Gilmore Jr., 
Mutual Benefit Life, Bridgeport, 
Conn., presiding. The new officers, 
trustees, past national presidents, 
St. Louis association officers and 
convention committee chairmen 
were introduced. The speaker of 
the occasion will be John W. 
Yates, Massachusetts Mutual Life, 
Los Angeles. 

Later in the afternoon the new 
NALU board of trustees will meet. 
ing. 


Present Dratt Bill 
To Bar Speculative 


Investments 


Following is the suggested text 
for a model bill, drafted by NALU 
Associate Counsel J. Taylor Big- 
bie, designed to prevent the tie-in 
sale of life insurance and specula- 
tive investments not only on tie- 
in-type plans but stock-with-pol- 
icy and investment-fund arrange- 
ments. It was presented at the 
meeting of the state law and leg- 


islation committee during the 
NALU annual meeting in St. 
Louis. 


No life insurance company shall 
hereafter deliver in this state as a 
part of or in combination with any 
insurance, endowment or annuity 
contract, any agreement or plan, 
additional to the rights, dividends, 
and benefits arising out of any 
such insurance, endowment, or an- 
nuity contract: 

(1) Which provides for the ac- 
cumulation of profits over a period 
of years and for payment of all or 
any part of such accumulated prof- 
its only to members or policyhold- 
ers of a designated group or class 
who continue as members or pol- 
icyholders until the end of a speci- 
fied period of years; or 

(2) Which provides that on the 
death of anyone, other than a bene- 
ficiary, not specifically named 
therein, the owner or beneficiary 
of the policy shall receive the pay- 
ment or granting of anything of 
value; or 

(3) Which provides that the 
whole or any part of the premiums 
or consideration for the policy, 
dividends, coupons, reserves, spe- 
cial reserves, or the excess of the 
interest therefrom or any funds or 
money in excess of the normal re- 
serve required to meet the contrac- 
tual guarantees of the policy, are to 
be placed or invested in special 
funds or segregated accounts or in 


Pat O’Brien, Northwestern My. 
tual, St. Louis, the sergeant-at. 
arms, pictured with another busy 


conventioneer, Hunter Hammill, 
Phoenix Mutual, Philadelphia, 
manager of the secretary candidacy 
of Albert Adams. 








specially designated places. And 
the funds or earnings therefrom di- 
vided among those taking the pol- 
icy, their beneficiaries or assign- 
ees; or 

(4) Which provides for the sale, 
solicitation, or delivery of any 
stock or shares of stock in the 
company issuing the policy or in 
any other insurance company or 
other corporation, or benefit cer- 
tificate, securities, or any special 
advisory board contract or other 
kind promising returns and prof- 
its, or dividends equivalent to 
stock dividends as an inducement 
to or in connection with the sale 
of the insurance or to the taking 
of the policy. 





Southwestern Honors Cooper 
Southwestern Life honored W. 
Frank Cooper at a reception in the 
Jefferson Hotel Tuesday. Mr. 
Cooper, of Forth Worth, is presi- 
dent of American Society of CLUs. 





State Farm Representatives 

Looking in on NALU sessions 
from the State Farm Life home of- 
fice were: M. G. Fuller, president; 
A. W. Tompkins, executive vice- 
president; Henry Keller Jr., vice- 
president, and C. E. Harpster, di- 
rector of agency training. 
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New CLU president George 
Neitlich, manager of Metropolitan 
Life at Boston, discusses some of 
his new duties with outgoing pres- 
ident, Frank Cooper, Southwestern 
Life, Fort Worth. 
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Now that insurance commission- 
ers and state legislators have be- 
come aware of the resurgence of 
semi-tontine plans of insurance and 
are prohibiting them across the 
country by rulings and laws, a new 
type of plan is emerging, according 
to the report of the committee on 
field practices, of which William S. 
Hendley Jr., Mutual of New York, 
Columbia, S. C., is chairman. 

This new type of plan has some 
features similar to semi-tontines, 
but it is not tontine in principle and 
js not prohibited under anti-ton- 
tine laws, the report pointed out, 
adding that “it would almost ap- 
pear that this shift in emphasis 
away from semi-tontines has been 
due to the success of NALU’s anti- 
tontine campaign.” 

The new insurance scheme is 
known by several names, such as 
“investment fund” policies or “es- 
tate builder” contracts, but the 
principle is the same, according to 
the committee. 

The policy is a combination of 
(1) a basic life policy and (2) an 
investment fund, all written in one 
contract and charging one premi- 
um. The policyholder is charged 
more than the actual cost of his in- 
surance, and the excess is invested 
in a common fund. 

Thereafter, at certain stated in- 

tervals, he may share in any prof- 
its which may be made from in- 
vesting of his fund in common 
stocks. 
The prospective policyholder is 
blinded by hopes of “getting rich 
quickly” while he is burdened with 
an extra premium loading above 
life insurance costs and the invest- 
ment account combined, the report 
States. 

The committee notes that the 
new plan has received severe set- 
backs in South Carolina and in 





ssions 
ne of- 





Georgia. The South Carolina Life 
Underwriters Assn. has won two 
decisions there against these plans 
and in Georgia, Commissioner Cra- 
vey ruled against the issuance of 
all tontines, semi-tontines, stock- 
with-policy schemes and_ invest- 
ment fund contracts in that state. 
Saying that the majority of states 
have statutes similar to those of 
South Carolina and Georgia, the 
committee urges that all agents in 








Looking in on the NALU con- 
clave were two directors of Modern 
Woodmen of America, W. Cable 
Jackson, Minneapolis, and T. W. 
Cheney, Rock Island, III. 





NALU’s War on Tontine-Type Plans Bringing 
Wave of Investment-Plus-Insurance Schemes 


states which are plagued with these 
schemes to bring the appropriate 
sections of the insurance code to 
the attention of their insurance 
commissioner. 

“A deceptive promotion scheme 
cannot succeed if the commission- 
er is informed of it, and if the com- 
missioner will officially and pub- 
licly condemn it,” the report points 
out. 





Urge Survey to Learn 
Ideas About Display 
and Advertising Kits 


A subcommittee should be ap- 
pointed at the earliest possible date 
to do the full research job neces- 
sary for completing advertising kits 
and packaged displays that will 
be made available to local associa- 
tions, according to a recommenda- 
tion contained in the report of the 
committee on public information 
submitted to National Assn. of 
Life Underwriters at its annual 
convention in St. Louis. Winslow 
S. Cobb, Jr., Connecticut Mutual 
Life, Boston, is committee chair- 
man. 

The subcommittee is needed be- 
cause a questionnaire must be cir- 
culated among local associations to 
find out how many are interested 
in package displays and what type 
of material they prefer. Unit cost 
is an important factor which can 
only be determined by the quantity 
in which they are ordered. Associ- 
ations also must be queried about 
the kind of material they want in 
the advertising kits. The commit- 
tee has been working on advertis- 
ing kits for some time with Insti- 
tute of Life Insurance and Donald 
F. Barnes, director of advertising 
and promotion of the institute. 

Pugh Moore, who has been exec- 
utive representative of Associated 
Press in New York City, joined 
NALU headquarters as director of 
information on Aug. 1. The com- 
mittee termed his appointment 
“one of the most heartening devel- 
opments toward the improvement 
of NALU’s public information pro- 
gram.” 

Swanson & Dalzell, New York 
City public relations firm, has been 
counseling NALU on public in- 
formation matters for six months. 
The work of this company and Mr. 
Moore point the way toward build- 
ing a more effective public inform- 
ation program. Increased public 
awareness by NALU at national 
and local levels “will do much to 
build prestige and increase the ef- 
fectiveness of the association.” 





Zimmerman Makes Four 
Talks at NALU Meet 


Charles J. Zimmerman, manag- 
ing director of LIAMA, is on the 
convention program of NALU for 
four appearances, making him the 
“speakingest” man at the conven- 
tion. His talks include those made 
at the executive secretaries dinner 


Monday evening, at the General 
Agents and Managers Conference 
luncheon Tuesday, to present the 
magazine prize article awards, at 
the women’s committee luncheon 
Wednesday and at the symposium 
Friday on “Our Allied Associa- 
tions.” 

Runner-up for frequency of 
scheduled appearances is NALU 
President Robert L. Walker, speak- 
ing at the National Council meet- 
ing, at the first general session, 
and at the women’s luncheon. In 
third place is Horace R. Smith, 
superintendent of agencies of Con- 
necticut Mutual Life, who made 
a two-hour presentation Tuesday 
evening at the GAMC meeting, 
on the development of an agent, 
and then was slated to preside at 
a panel, “The Street Agent 
Speaks,” at the final general ses- 
sion Friday. 


Here for North Am. L.&C. 


James E. Scholefield, vice-presi- 
dent and director of agencies, and 
Carl Peterson, agency consultant, 
are attending the convention from 
the home office of North American 
Life & Casualty. 








Metropolitan Holds Reception 

All Metropolitan Life convention 
delegates were feted at a reception 
in the Park Plaza Hotel, Tuesday. 


Representing the home office were 
Karl Kreder and Earl Trangmor, 
3rd vice-presidents, and Alexander 
Hutchinson and W. W. Hartshorn, 
superintendents of agencies. 





Midland Mutual Represented 


Russell S. Moore, manager of 
agencies at the home office of Mid- 
land Mutual Life, and Mrs. Moore 
are here for the convention. 





Columbus Mutual Life Officials 


Here for Columbus Mutual Life 
are Ralph E. Waldo, regional agen- 
cy organizer, and Franklin T. Phil- 
lips, agency secretary. 





Southwestern Life Visitors 


At the convention from the home 
office of Southwestern Life are R. 
R. Davenport, vice-president and 
agency director, and J. Carlton 
Smith, educational director. 





Guests from Shenandoah Life 


C. Thomas Chandler and R. 
Hampton Davis, superintendents of 
agencies, are here from Shenan- 


doah Life. 





Established 1925 


American Life and Accident 
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Basic Selling Techniques Discussed by Sierra 


CONTINUED FROM PAGE 12) 





and I, both age 30, could buy the 
same kind of life insurance from 
the same company on the same 
day. He buys $10,000; I buy $6,500. 
We die on the same day. Under 
certain circumstances, over which 
we have no control, my $6,500 will 
pay a little more than his $10,000. 
He has lost 35% of his life insur- 
ance; not because the life insur- 
ance is bad, but because of bad 
ownership of good life insurance. 

As soon as possible, I want to 
get to step 3, which is: “You 
bought this life insurance for some- 
thing. Some day, it will be meas- 
ured against some kind of job. 
Have you ever written down what 
that job is? Have you ever written 
down the job your life insurance 
must do for you and yours to com- 
pensate for the arduous task of pay- 
ing premiums?” 

Usually, he has not. If he has, I 
want to go over it with him to 
check for inadequacy or mistakes 
in ownership. If he has not written 
it down, which might, more than 
likely, happen, I say “then 
wouldn’t it be just a lucky accident 
if your life insurance happened to 
fit the job? It will be measured, 
whether you like it or not. Maybe 
you won’t be there. Would you like 
to have something to say about 
it?” 

“Let’s measure to see what your 
family could get along with if you 
didn’t come home anymore.” So 
we do a measuring job. We write 
down the minimum amount he and 
his family must have to provide 
for decency and the right to live. 
When we finish, we have a pretty 
accurate picture of his problem. 

Then I take his life insurance 
policies, and I’m ready to go. I tell 
him, “This is now a laboratory job. 
There is no trick about all this. 
This is the job you want life in- 
surance to do for you. This is the 
‘picture you want painted. You 
have some excellent paint here 
(the life insurance policies). I'll be 





back to tell you exactly how much 
and what kind of paint you need to 
do the job you want done.” “If 
you need some more paint, could 
you get it if you wanted it? Are 
you in good health? Can you pass 
an examination?” He says, “Yes”; 
I say, “Well, you look good to me; 
but, unfortunately, my company 
won't accept my opinion, and they 
darn sure won't take yours. They 
insist on having their doctor look 
you over. Do you think that’s fair?” 
He has to say, “Yes.” “I’ll make a 
date for you. Can you go to Dr. 
Allday at 3 o'clock?” 

If he doesn’t want to go to be 
examined, I'll battle it out with 
him right there. “There are two 
decisions to be made: you—that 
you will buy; the company—that 
it will sell. It isn’t fair to ask you 
to make a decision. We don’t know 
how much or what kind of life in- 
surance will complete your job. 
You can’t offer to buy; but you 
can stand still for a doctor for 15 
minutes. Will you do that? I'll do 
the three hours of laboratory work ; 
you get examined, and we'll force 
the company to a decision. It won't 
cost you anything, and you haven’t 
bought anything.” 

If he won't match his 15 minutes 
for a free examination against my 
three hours of highly-specialized 
work for him, I don’t want his poli- 
cies, and I don’t take them. If I 
can't sell him that kind of deal for 
free, I think I can’t sell him life 
insurance for money. He is no 
longer my customer—you can have 
him! 

In my operation, the only time I 
need muscle is at the end of the 
fourth step. Here I must win—or 
lose. When I lose, I lose—and quit! 
I just want to pay as little as pos- 
sible for my mistakes. I throw my 
heart, body and soul at him to get 
him to recognize that this is his 
problem. It’s a tough one. He 
wants it solved. I offer him the 
greatest single instrument for the 











NALU luminaries: Lester O. Schriver, managing director; A. Jack 


Nussbaum, Massachusetts Mutual, 


M. Dunaway, counsel. 


Milwaukee, secretary, and Carlyle 
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Company representatives at the agents’ conclave; W. Sheffield Owen, 
agency vice-president of Life of Georgia; Lewis W. S. Chapman, direc. | 


' 


LIAMA—Harry McConachie, vice-president of American Mutual of | 
Iowa, and Sam E. Miles, vice-president of Provident L. & A. 








conquest of fear that man has ever 
discovered or devised. He and I 
can solve his problem—and_ he 
thinks so. He'll trust me, and he'll 
do his part—he’ll be examined. 
When I can get over step 4, I’m 
in!—and so is he! The next time 
I see him is at his home by appoint- 
ment. 

I always manage to do this job 
in the dining room. I sit between 
Jim and his wife—let’s call her 
“Mayme”. I have a chart all 
worked out. Carefully and slowly, 
Jim and I explain to Mayme what 
we have been working on. It 
doesn’t take long. We show the 
minimum requirements. She agrees 
that they are darn sure minimum 
minimums! Then from my chart 
I show what can be provided with 
the best possible use of their pres- 
ent life insurance, with help from 
social security, veteran’s benefits, 
etc. After I’m sure they under- 
stand it, I say ... That’s right— 
Nothing! 

Then they talk awhile. They are 
in trouble: big trouble. They can’t 
win. They are steeped in fear. 
They're afraid he may die too soon 
—and they understand! If he lives 
too long, that’s bad, too! They 
don’t like it! Sometimes they ask 
me, “What should we do?” And I 
show my second chart. Sometimes, 
I have to step in and say, “May I 
help? This is the way—the only 
way your problem can be solved.” 
Then we break out the second 
chart. “With $20,000 more insur- 
ance, this is what we can do.” They 
look; they understand; and they 
buy it. Wouldn’t you? 


Vivian Anderson on 
Hand Despite Operation 


C. Vivian Anderson, Provident 
Mutual, Cincinnati, past president 
of NALU, is on hand at St. Louis 
despite his recent third surgery 
for a detached retina, the result 
of a garage door falling on his 
head. He was honored at the lunch- 
eon put on by the women’s com- 
mittee. 


Insurance Must Be 


Sold, Coffin Tells 
Agents Forum 


It is because agents are the 
world’s best salesmen that life in- 
surance ownership is so wide- 
spread today, Vincent B. Coffin, 
senior vice-president of Connecti- 
cut Mutual, told the agents forum 
Tuesday. The benefits of insurance 
are something extremely remote, 
he stressed, and to convince the 
prospect he should sacrifice some- 
thing today for benefits far in the 
future takes a high grade of skill. 

The agency system will flourish, 
according to Mr. Coffin, and not 
because of the many services ren- 
dered to clients. They are of prime 
importance, he added, but sales are 
made because the agents are ask- 
ing people to buy, not because they 
ask them if some service can’t be 
performed. The day never will 
come when people will seek out 
agents—or companies—to buy in- 
surance. 

What has been termed a “vol- 
ume craze” on the part of compa- 
nies and agents doesn’t worry Mr. 
Coffin. “Insurance is an exciting 
business,” he declared, “and get- 
ting volume is exciting.” Without 
such an attitude, not nearly so 
much insurance would be sold, he 
contended. 











John C. Donohue, Penn Mutual, 
Baltimore (right), and Harry Phil- 
lips, Sun Life of Canada, Detroit, 
both NALU trustees, shown at the 
board meeting. 
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id, he Ideal life insurance plans for today’s market 


THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


J Mulual Company 











BROAD 
INSURANCE COVERAGE 


Nonparticipating Insurance 
Participating Insurance 
Accident & Sickness Insurance 


—including Noncan, Commercial, 
Deductible Hospital, and 
Major Medical 


Income Disability 

Juvenile Insurance 

Special Low Gost Plans 
Flexible Family Income Plans 
Retirement Plans 

Mortgage Redemption 
Impaired Risk Service 

Wide Age Range 

Salary Savings Systems 
Supplemental Term Riders 
Pension Plans 

A full line of Group Coverage 


LNL Is Geared To Help Its Field Men 


The 
LINCOLN NATIONAL LIFE 


INSURANCE COMPANY 


Fort Wayne, Indiana 
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